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ROSE & KIERNAN 
QUIT ALBANY BOARD 


Dissatisfied With New Schedule and 
Say They Will Revert to 








Old One 
OPINION OF P. D. KIERNAN 
Calls New Schedule - Untimely and 


Unjust—Company View of 
Albany Situation 
Rose & Kiernan, prominent local 
agents in Albany, in a letter signed by 
Peter D. Kiernan, have resigned from 
the Albany board, in a protest against 
the new schedule applying in that city, 
and the firm says that it will revert 
to the old schedule. Some other agents 
are restive, and the situation is inter- 
esting. 
Company Angle 
The company angle is that Albany 
has had one of the poorest loss records 
in the state, not only in size of losses, 
but in their character, and that the 
record has been at least 80 per cent. 
for a ten year period. Furthermore, 
they contend that the old schedule was 
a patched-up affair, many changes hav- 
ing been made. They further assert 
that penalty charges to which objec- 
tion has been made by agents should 
stand. About 60 per cent. of the city 
has been re-rated under the new 
schedule. 
Comment By Mr. Kiernan 
In his letter of resignation Mr. Kier- 
nan wrote that he considered the new 
schedule untimely and unjust; and that 
it should not become effective in war 
time. His objections have been voiced 
for some weeks, as at one time he took 
the matter up with the insurance de- 
partment. 


Underwriters are waiting to see what 
action will be taken by the companies 
in the Rose & Kiernan office; whether 
or not they will pass daily reports writ- 
ten at old rates. 


SOCIETY ADMITS WOMEN 
At a meeting of the executive com 
mittee of the Insurance Society of New 
York last Thursday it was decided t» 
amend the _ constitution to admit 
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FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, 


Automobile, Commissions, Explosion, 


Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 
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REPUTATION SERVICE 














North British 
and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 


Security 


Resources ample for 


all obligations. 


Service 


surance problems. 
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A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


THE BIG FOUR. 


AGE— STRENGTH— SERVICE— OPPORTUNITY 


EQUITABLE LIFE OF IOWA 








~ $3.00 , Year; 25c. per pee 
FRANK JONES CHIE 
OVERSEAS EDUCATOR 


Equitable Society’s Agency Supervisor 


in Indiana Choice of Life Agency 


Officers’ Association 

WAS INDIANA SCHOOL’S HEAD 

Eight Regional Life Insurance Instruct- 
ors for France to Be Named— 


Syllabus Progressing 


Frank L. Jones, agency supervisor of 
the Equitable Life 
with headquarters in Indianapolis, has 


Assurance Society, 
been chosen by the Association of Life 


Agency Officers, to superintend the 
life insurance instruction of army men 
overseas. The eight civilian life insur 
ance men who will act as his assistants 
will be 


fifteen names have been suggested, sev 


appointed later Up to date 
eral of them being editors of agency 


publications issued by life insurance 
companies. 

The action of the Association of Life 
with the 


Commission for 


Agency Officers in arranging 
Educational 
insurance curriculum 


Overseas 
the life 
thusiastically 


was en 


endorsed at the agency 


officers’ convention in Chicago last 
week It was considered one of the 
most important events in the history 


of life insurance. 
presented to 


The opportunity is 
million 
men to get a specialized life insurance 


more than two 


training if they want it 
Career of Mr. Jones 


Indiana 
took a 


graduate of 
1898 and 


Mr. Jones is a 
University, class of 
post-graduate course in Chicago Univer 
sity. After 
and superintendent for several years he 
was elected State superintendent of pub- 
holding that 


being a school principal 


lic instruction for Indiana, 


position from 1899 to 1903. He has a 


wide acquaintance among educators, 


three of his personal friend 
University, Col 


being the 
presidents of Indiana 
gate and Indiana State Normal School. 

The manner in which Mr. Jones en 
tered the life insurance business was 
characteristic Reaching the conclu 
sion that the career of a teacher or 
principal is limited, or comes to an 








wemen to membership in the Society early end, hé made a careful survey 
(Organized 1867) 

All previous records broken during 1917. Substan- 

tial increase in assets and paid for insurance. Net 
gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 

MEN of CHARACTER can obtain further informa- 
tion as to the Company and Opportunities by 
addressing: 

H. E. ALDRICH, Supt. of Agents 
EQUITABLE BUILDING, DES MOINES, IA. 
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of the field which led him to believe 
that life insurance offered more oppor 
tunities than any other line where orig- 
inal capital is not required. He did 
not form that opinion as the result of 
persuasion from any one in the life in- 
surance business. In other words, he 
sought life insurance rather than life 
insurance seeking him. 

Coming to New York he went with 
the New York Life as agency director 
for Northern Indiana and Southern 
Michigan, headquarters in South Bend, 
In 1906 he joined the Equitable Life 
Assurance Society as agency manager 
at Indianapolis and central Western 
supervisor of agents. Indiana produced 
less than $1,000,000 when his appoint- 
ment was made. By 1911 the produc 
tion had topped $3,000,000. 


Seventy-Two Lessons in Course 


At the Chicago convention some ad 
ditional facts were made public re 
garding the life insurance overseas ed 
ucation. Mr. Jones will come to New 
York the first of December to give 
his entire time to the work. The first 
thing to do, of course, will be the 
completion of the course of study, the 
arrangement of text book material, and 
the appointment of the 
structors, and, later, the calling to- 
gether of these instructors for advice 
respecting plans before the trip over- 
seas is made. 

It has been decided to increase the 
number of lessons from the thirty-two 
originally suggesied for the syllabus to 
seventy-two. There will be a daily life 
insurance recitation of one hour, six 
days a week for twelve weeks. There 
will be a daily study period under mili- 
tary centre], one hour per day, six days 
each week, which wiil make a total of 
144 hours of actual study and recita- 
tions. The work, of course, will be 
shaped to the military as well as the 
educational needs. The Government 
has made an eight hour a day study 
course compulsory, so that in addition 
to the two hours for life insurance the 
soldier student may elect three other 
courses of two hours each, which—if 
he is going to take the life insurance 
course—will probably be made from one 
of these studies: Salesmanship, busi 
ness English, commercial geography, 
literature, or overseas commerce. 


Two Text Books 


Mr. Jones’ headquarters will be in 
Paris, and his immediate superior head 
will be William Logue, in charge of the 
commercial educational overseas work. 

The committee preparing the sylla- 
bus, William Alexander, chairman; F. 
L. Jones and Dr. Lee K. Frankel, is 
making such good progress that the 
work will be completed by December 
1. In addition to the William Alex- 
ander textbook there will be a supple- 
mental book, that of Dr. Huebner, of 
the Wharton School of Finance. Copy- 
rights have been released, and these 
two books will be printed in cheaper 
form so as to cut down the publishing 
expense. A prospectus of the course 
has been written by Mr. Jones, in which 
the merits of life insurance as an oc- 
cupation, will be described, and which 
will be published in the general cata- 
logue of courses which will go to every- 
body overseas. 


Eight Educational Regions 


It is too early yet to tell where the 
instruction will be given, but probably 
Y. M. C, A. huts will be largely used. 
The military area is to be divided into 
eight educational regions, and the eight 
life insurance educators are to be dis- 
tributed throughout these regions, one 
to each. There will also be chosen one 
hundred army officers. former life in- 
surance men, who will assist the re- 
gional instructors. All companies have 
been asked by the Association of Life 
Agency Officers to furnish a list of all 
the men. formerly employed by them. 
or holding contracts with them and 
who are now overseas, so that there can 


regional in- 
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be a complete survey of the talent be 
fore the 100 officers are named. 


It should be understood that when 
the educators begin their new labors 
they drop their individual connection 
with the companies formerly employing 
them for the time being. Contracts will 
be signed for not less than a year. The 
Y. M. CG. A. pays transportation ex- 
penses and maintenance; the companies, 
it is understood, will pay the salaries 
of the men who go for the time they 
are engaged in the work. 


Mrs. Herald S. Stafford, Madison, 
Wis., has taken over the business of 
her husband, who was special agent 
there for the Northwestern Mutual 
Life Insurance Company, who is now in 
France as an army Y. M. C. A. sec- 
retary 


A number of banks are printing ad- 
vertisements boosting life insurance. 


ASSUMING ADDITIONAL RISKS 
Pacific Mutual Life Lets Down Bars To 
Railroad Employees—Extra Pre- 
mium For Hazard 
The Pacific Mutual Life has removed 
its prohibition of certain classes of 
railroad employees. The company is 
now prepared to issue policies on lo- 
comotive engineers, firemen and con- 
ductors on freight or mixed trains on 
any form of life or endowment policies, 
except term insurance, in an amount 
not to exceed $3,000 on any one life. 
Policies issued will not include ex: 

tended term insurance. 

To provide for the additional hazard, 
the company charges the following ad- 
ditional annual premium: 


Other than 10, 15 

10, 15 or or 20 

20 Endt. Endt. 

Conductors ......... $5.00 $2.50 
rer 6.50 4.00 
yo) 6.50 4.00 
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ADVERTISEMENTS e 


Once in a while it pays a man to read an advertise- 


For instance, do you know why the $24,- 
816,657.00 of new business paid for in 1917 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


exceeded by $3,751,129.00 the largest amount 
pid for in any other year since the Company 


| this Company? 
| 


with 


DO YOU READ 
* 
by the fieldmen of 


was org2nized in 1860? 


Do you know why very few men who can 
make a living selling life insurance leave 


The answers to these questions will be of great 
| value to the man who wishes to form a connection 








| 50 Union Square 





| A Growing Company For Growing Men 


For a direct Agency Connection address: | 


T. LOUIS HANSEN, Vice-Prest & Agency Manager 
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Phoenix Mutual’s Book 
For Overseas Men 


FOR 


MISSIONARY INSURANCE 


Presents Insurance as an Attractive 
Prefession for Army Officers— 
Many Copies Ordered 





The Phoenix Mutual has published a 
book, “‘The Business Vaiue of the Abil- 
ity to Command—Addressed to the Of 
ficers of the Armies of America—By 
the Greatest Business in the World,” 
which will be distributed in France in 
order to reach army men who are am- 
bitious and will be receptive to the 
idea of making life insurance their 
life work The book was written by 
Joseph A. Richards, a_ distinguished 
New York advertising man, and a few 
copies were distributed at the conven 
tion of the Association of Life Insur 
ance Officers. There it made a great 
hit, and several thousand copies were 
immediately ordered, the Phoenix Mu 
tual having given permission to other 
companies to use the book. 

The chapter headings follow: 

“Your New Self and Your New Capac 
ity,” “Your New Asset and Your New 
Opportunity.” “The New Business and 
the New Market,” “The New Method 
of Selling the Greatest Business in 
America.” “Why This Profession is of 
Personal Importance to You.” “The 
Financial Size of the New Field Offered 
You.” 

Chapter on New Methods 

The chapter telling cf new methods 
of selling reads: 

“Life insurance is no longer sold as 
such. Indeed, a: wise salesman no 
longer sells life insurance at all. He 
sells instead Home Maintenance and 
merely proposes that a man pay pre 
miums on a yearly basis on a life pol 
icy to secure the maintenance of his 
home. Or he sells Business Mainte 
nance which is the perpetuation to the 
business of the ability of an invaluable 
partner or employe, and he asks the 
business to pay a life insurance pre- 
mium on the life of that man. Or, he 
sells The Maintenance of Old Age Com 
fort which provides a competence for 
a retiring time for the man himself 
and asks him to pay an annual sum 
against that competence. 

“Now we venture to say that you are 
a thoughtful specialist on the theory 
of Home Maintenance. In the last an 
alysis you have been offering your life 
to protect the homes of the civilized 
world. You therefore have some ade- 
quate idea of the true worth of ‘Home 
Maintenance.’ And we ask you if you 
could possibly enter a more exalted 
calling than that of maintaining the 
home in the highest form of expression. 

“Think for a minute of the part played 
by a life insurance policy in Home 
Maintenance. Here is, for instance, a 
woman who was the wife of a pros- 
perous farmer in Iowa. She is writ 
ing a note to her son in the State uni- 
versity. ‘Yes,’ says she, ‘everything is 
going comfortably. The monthly income 
we receive from father’s. life insurance 
makes it easy to carry on the farm, 
pay the help and keep you at college 
Iiow thankful I am!’ Inside the dormi- 
tory of the college is the son reading 
his mother’s letter. He looks up at his 
room-mate and says, ‘If father hadn't 
taken out that monthly income life 
insurance policy, I couldn’t be studying 
the chemistry of the soil of the old 
farm.’ That’s Home Maintenance, don't 
you think? 

“Again, inside an apartment, under 
a beautiful electric lamp, sits a well- 
gowned woman in black, waiting. The 
door opens; a hearty, healthy girl rushes 
in. The greetings are over, they are 
talking about the school life of the 
girl. ‘Do you realize,’ says the mother, 
‘what the monthly income from daddy's 
life insurance is doing for us? This 
apartment, your school, almost every 

(Continued on page 6) 
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eclling Stars in 
One Great Convention 


TENTATIVE DISCUSSION HAD 
Winslow Russell Idea Meets Favorable 
Reception in Chicago—Contract 


Comparisons Not Feared 
\ great gathering of the most suc- 
cessful life insurance men of America 


star producers, agency managers, 
company Ofticials—all rubbing elbows, 
comparing notes, exchanging ideas— 


and to which will be invited heads of 
the leading selling organizations of 
America, such as automobile, adding 
machine, typewriter, cash register and 
other concerns, may be held during the 
year 1920 or 1921. The plan had its 
origin at the convention last week of 
the Association of Life Agency Officers 
in Chicago, and the originator is Wins- 
low Russell, president of that body. 

Mr. Russell who discussed the propo- 
sition in the hotel lobby as a feeler 
was asked by Philip Burnet, president 
of the Continental Life, to give it to 
the convention. In explanation Mr. 
Russell said: 

“IT have been wondering whether in 
the year 1920, say, based upon a pro- 
eram which can be worked out in 1919 
for 1920 or 1921 there could not be 
held a gigantic convention of life in- 
curance men, the meeting to take place 
at some central point: to last two or 
three days; the delegates being men 
from different companies who qualified 
as leaders of production for a certain 
period, with authority to attend the 
convention as the prize or goal. The 
winning agents would represent the 
best among the producers and at the 
convention there would be agency man- 
agers, and the best sales managers, 
also, in the world outside of the insur- 
ance business. 

“lam giving you the idea for what 
it is worth. It may sound very vision- 
ary, but it strikes me that there w yuld 
be a tremendous amount of inspiration 
in such a convention.” 


Contract Comparisons 

Mr. Winslow’s proposition immedi- 
ately struck the fancy of the agency 
officers present, and the matter was 
referred for future action. The dis- 
cussion got sidetracked as a result of 
a facetious remark of Roy Hunt, of the 
American Central, who asked Mr. Rus- 
sell: 

“What about the agents at such a 
convention as you outline comparing 
their contracts?” 

The convention took Mr. Hunt’s com- 
ment seriously, and it was brought out 
that the companies would not object 
if the agents did talk about each oth- 
er’s contracts. Mr. Russell said he was 
not afraid that a comparison of the 
agents’ home office contracts would in- 
terfere one bit with the success of the 
convention he had in mind. Mr. Hunt 
said that while he thad commented 
facetiously it was a fact nevertheless 
that at conventions where agents met 
men from other companies they spent 
much of their time discussing con- 
tracts 

Mr. Russell said that his company 
row has a standard contract. 

“We have been holding conventions 
since 1877,” said George E. Copeland, 
Northwestern Mutual Life. “We have 
no diffieu'ty. No one general agency 
contract in our company differs from 
another. The agents, too, know what 
the general Agency contracts are. Any- 
vay, I see no reason why agents should 
rot discuss this question because if 
they do not get a fair deal they are 
ntitled to talk about it.” 

Isaac Miller Hamilton, Federal Life, 
‘aid the agents might be expected to 
talk of their contract, but what the 
igents would get out of the gigantic 
convention would offset everything. 
He thought that the agency company 
offictal wanted to see each represen- 
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tative be paid according to his worth 
borrowing a phrase from a railroad 
man he said he favored “the highest 
degree of tariff that the traffic will 
stand.” 
Returning to the value of the “Rus- 
sell Convention” idea Mr. Burnet said: 


“Tremendous Idea” Says Burnet 

“It seems to me that the idea is 
2 tremendous one which will go further 
to unify life insurance than anything 
that can be done. We can get together 
in our conventions and perfect our 
policies and make our practices more 
or less uniform. How marvelous it 
would be to get together in one gath- 
ering all the life men in the United 
States who might be considered ex- 
perts. It has been said that 10 per 
cent. of the agents produce 80 per cent. 
of the business, Let us get together 
und spend three or four days discuss- 
ing real sales work, real business meth 


ods, instead of what is often done at 
speeches 
self-aggrandizement of 


conventions in listening to 
made for the 
the speakers.” 
H. H. Steinler, Connecticut 
moved that a committee of 
question. No committee was appoint 
ed, but the matter will be 
later by the association. 


INFLUENZA’S SOLDIER TOLL 
Talking to the 
Insurance Officers 


Association of 
Thomas B. 
insurance 


in two months the 


cf overseas mortality. 
$170,000,000. 


Mutual, 
three or 
live members be named to handle the 


taken up 


Life 
Love, 
head of the War Risk Bureau, said that 
group 
of the Bureau has suffered more than 
18,000 deaths from influenza, exclusiv> 
Mortality cost: 


The Clover Leaf Life has been li 


censed by the Illinois Department 
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Agency Meetings 
On the Increase 


NO DOUBT ABOUT VALUE 
Sectional Gatherings of General 
Agents Growing Tendency— 


Executives Tell Why 
A number of executives were asked 


to explain to the agency managers’ 
convention the newest ideas in agency 
conventions. The first speaker, H. E. 
Aldrich, Equitable of 


Our agency 


Iowa, said: 
association, in which 
the officers of the company are asso- 
ciate members with no power of act- 
ing officially in any of the meetings. 
has held ten annual The 
association is run entirely by the gen- 
eral agents 


meetings. 


Most of our conventions 
have been held in Chicago 

The company has made a _ practice 
of calling together the day before the 
regular convention what it started to 
call “the class of 25,” being general 
agents particularly interested in learn- 
ing more ahout organization work and 
the ‘thandiing of men. That meeting 
is conducted by some officer of the 
company, with generally two or three 
officers present and on succeeding days 
there are open meetings for officers 
and men. The company has $100,000 
ind $200,000 clubs, organized at the 
suggestion of the agents 


lor agents who qualify the company 
pays transportation. Hotel bills are 
paid by the agents “We are great 
believers that anything is appreciated 
most which is not a gift,” said Mr. 
\ldrich. We do not undertake to pay 
all the expenses of our agents at these 
conventions. We believe that where 
the agent makes an investment: some 
sacrifice, he gets more out of the con 
vention than would otherwise be the 
Our conventions are not periods 
of recreation Agents come with an 
understanding of what is to be dis- 
cussed and often have asked for night 
sessions so much interested were they. 
\ vote is taken on whether to have 
these sessions and they vote unani- 
mously for them We think it desir- 
able for wives to accompany the men 
They become interested in their hus- 
bands’ work, sympathize with them 
more in a business way; and under- 
stand the necessity of going away from 
home on necessary business errands. 

President Foster, of the Royal Union, 
said that his company had found agency 
conventions of great value. His com 
pany bases attendance qualification 
upon the percentage of renewals in 
stead of upon the volume for the year. 


Agents Pay Hotel 


case 


Connecticut Mutual Meetings 


H. H. Steinler, Connecticut Mutual, 
said: “We invite to our conventions 
held bi-annually the men who pay for 
$100,000, or who write fifty lives. The 
latter opens the door to hard working 
producers of small policies who should 
not be denied the educational advan- 
tuges of these agency gatherings. We 
changed our plans somewhat last year, 
organizing a $100,000 club which meets 
annually, and a $200,000 club which 
meets bi-annually. 

“Last year at a hotel near New York 
we devoted an entire week to the con- 
ventions. Our program was entirely 
educational. We took four general 
topics for discussions during the whole 
week One feature of our convention 
was a series of two minute papers giv- 
ing the best argument used in closing 
some case. We stuck to our program 
right through the week and it was the 
best convention that we ever held 
The sessions began at 9 o'clock and 
continued until 1 o’clock with a ten 
minute recess. The afternoons were 
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the agents’ own. They left feeling that 


been benefitted 
that they had 


they had not only 
in their businesss but 
had a vacation. 

“In addition to those conventions we 
hold sectional meetings of our general 


agents Fifteen or twenty men are 
present at each of these meetings 
which are held about a round table. 
Only one subject is discussed ‘Organ 


ization.’ " 
Eauitable of New York 
W. FE. Taylor, Equitable Life Assur- 
ance Society said the Society divides 


the country into four sections, East- 
ern, Central, Southern and Western 
Century clubs. Membership is condi- 
tioned upon $100,000 of insurance, 


coupled with a requirement of $3,600 in 
first year premiums which must be 
written on at least twelve lives In 
addition to the Century Club there is 
6 Quarter of a Million Club which is 


drawn from men all over the United 
States. 
Mr. Taylor said that the club con 


was one of the most in- 
the Society’s 


idea 
influences in 


vention 
spirational 


work. “I know of nothing in our work 
which carries as much weight with 
our men as the fact that they are or 


are not members of the Century Club. 
Once a member a man has set a stand- 
ard from which he does not want to 
fall.” 

Mr. Taylor explained the insignia on 
coat lapel bottons of Club members, 
‘stars being used to indicate extra large 
writers. The Society has a $500,000 
corps; $750,000 corps; and a $1,000,000 
corps. Last year two men paid for 
$1,500,000 and one $2,000,000. Next 
vear the Society will hold a genera! 
convention, the Society being sixty 
years old then. It holds its club meet 
ings at other than large cities. 

Julian Price, of the Jefferson Stand 
ard, said his company had been hold 
ing agency conventions for eight or 
ten years; it had $100,000 and $200,006 


clubs. It also holds district meetings. 
J. H. Jefferies, of the Penn Mutual, 
suid that company’s agency associa- 


tion is controlled by the agents them- 
selves. He said that in addition to 
the agency association annual meetings 


there would be more sectional meet 
ings 
W. RR. Smith, LaFayette Life, told 


un interesting story of an agency meet 
ing of his company on the’ banks 
of the Wabash in some cottages. 
No Discussion of Companies’ Competing 
Winslow Russell told about Phoenix 
Mutual conventions. Ten years ago 80 
per cent. of the convention time was 
given to the methods of meeting con 
petition Now the name of another 
company is never mentioned. He said 
that the value of conventions had been 
demonstrated in many ways and mere- 
ly to mention one of them he said they 


sion in which evolved around the word 
“work.” At another convention the 
word “opportunity” swept the gather- 
ing and the speakers. At another con- 
vention three agents came in and tried 
to insure an actual prospect, who de- 
cided which was the winner. At Phoen- 
ix Mutual conventions any one can 
ask for a roll call at any time and 
anyone not present is fined fifty cents. 
iuater, the fines are put into a pot and 
uwarded as prizes. 

President Hamilton, Federal Lite, 
said that he directly traced to attend- 
ance at his company’s $100,000 and 
$200,000 clubs, the fact that the com- 
pany thas several $400,000 producers. 
These are men who through the in- 
spiration of club meetings enlarged 
their production vision. 


REPRESENTATIVE CROWD 


Small and Big Western, Southern and 
Eastern Companies, at Chicago 
Convention 
The Association of Agency Officers is 
vrowing fast. From a mere handful 

of companies it has won its way. 

Several new companies joined last 
week, and Vice-President Kavanagh, of 
the Metropolitan Life, said he was go- 
ing back and recommend to his com- 
pany that it join the association. 

A list of those at the convention 
iast week follows: 

Cc. B 
( ( 

A.V, 


Svoboda, Cedar Rapids, Ia. 

Haskin, Cedar Rapids Life. 

Mozingo, Memphis, Tenn. 

Geo. E, Copeland, ‘Northwestern Mutual Life 
louis FE, Knocke, Reg. Life, Davenport, Ia 
kk. |. Hutchinson, Il. Life, Champaign, I) 
(,. A. Deitch, Reserve Loan Life, Indpls. 
Rupert F. Fry, Old Line Life, Milwaukee 
Edward D. Field, Nat. Life, Montpelier 

11. M. Cutler. Montpelier, Vt. 

1. E. Kavanagh, Metropolitan Life. 

Rk. W. Stevens, Illinois Life. 

George Stadden, Franklin Life 

Henry Abels, Franklin Life. 

Jens Smith, Pacific Mutual Life. 

A. F. Culling, Pacific Mutual Life 

1. O. ‘Langman, Lutheran Int. 


W. T. Weese, Central Life, Ottawa, Ill. 
Dr. T. C. Denny, Central Life, Des Moines 
V. F. Larson, Central States, St. Louis. 


Gieorge Boissard, Guardian ‘Life, New York 
(. L. Miller, Guardian Life, Madison, Wis 

Philip Burnet, Continental Life, Wilmingtor, 
George E, 


. Steiner, Connecticut Mutual. 

|. Price, Jefferson Stand.. Greensboro, 'N. 

Fr. 2 Griswold, Connecticut Gen., Hartford 

| Brown, Rockford Life, Rockford, Tl. 

( S. Rannells, Federal Life, Chicaga,. 

W. E. Taylor, Equitable Life, (New York 

A. G. Borden, Equitable Life. New Y 

T. Louis Hansen, Guardian Life, New York. 

Glover S. Hastings, N. E. Mut, Boston, 

lames Fulton, Continental Life, Wilmington. 

M. Hl. O. Williams, ‘Northwestern Mutual. 

Simmons, Pan American, New Orleans. 
Brearly, Forest City, Rockford. 

. La Sanee, Pan American. Indianapolis 
*, A. Apnelby, Ohio Nat. Life. Cincinnati 

Il. W. Tohnson, Central Life. Ottawa, TI. 

(-corge TIunt, Imperial Life. Toronto 

kh. S. Albritton, Minn. Mut. Life, St. Paul 
\. €. Larson, Central Life, Madison, Wis 

M. Albert Linton, Prov. LL. & Tr.. Phila 


Fred B. Patten, Missouri State Life, St. L. 
Arthur F. Hall, Lincoln, Nat., Ft. Wayne. 
J. W. Jones, Franklin Life, Springfield. 
W. S. Weld, Berkshire Life, Pittsfield. 

Roy Hunt, Amer. Central, Indianapolis. 

J. H. Jefferies, Penn Mutual. 
Stephen Ireland, State Mutual, 
Holderness, George 


Worcester. 
a Washington, 
Charleston, Va. 

C. L. Ayres, Northern of Detroit. 


Hf. P. Trosper, Northern of Detroit 

C. H. Jackson, Sec. Mut., Binghamton, N. Y. 
I. L. Mable, Sec. Mut., Binghamton 

K. B. Karrady, Ilinois Life. 

I’. Halstead, Dominion Life, Waterloo, Ont. 
Kk. EK. Reid, London Life, London 
T.-V._R. Smith, La Fayette Life, La 


Fayette, Ind. 
Albert Aude, Union Mutual. 

H. G. Everett, Central Life, Des Moines. 
NEW CHICAGO MANAGER 
John D. Cleveland, formerly with the 
New England Mutual Life in Chicago, 


and then with the Illinois Life, has 
been made Chicago manager of the 
Manhattan Life. 














More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 





HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 








had increased the number of paid with i E. a ee ag De cag ATTRACTIVE LITERATURE 
¢ tant ami . adlev, Equitable Life Jes Moines. oars P e 
application Sree. ; Walter E. Webb, National Life. U. S. A. Ambitious, Productive and Trustworthy Life Agents may be benefitted 
In discussing convention themes Mr. W. T. Shepard, Lincoln Nat. Life, Ft. Wavi by corresponding with 
Russell said that the Phoenix Mutual W. F. Smith, Amer, Nat., St. Louis. W. S. WELD. S ss , 
had one convention the entire diseus- 4° P- Pueck. Century Life, Indianapolis tess ILD, Superintendent of Agencies 
A. L. Dern, Lincoln Nat., Fort Wayne, Mo 
Established 
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and their beneficiaries, 
Great Policyholders’ Company. 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central Agency Force are: 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 


The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 


Jesse R. Clark, President. 


resources, 


and 


of Cincinnati, O. 


The stronger the rear guard, the greater the 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 


The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 


THE UNION CENTRAL LIFE INSURANCE COMPANY | 


Allan Waters, Second Vice-President | 
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Relation to Men 
Of Other Companies 


VIEWS OF H. E, ALDRICH GIVEN 


Against An Agreement Between Com- 
panies Not to Take Each 
Others’ Men 


In his paper on “How Far Should We 
Go In Securing Men From Other Com- 
panies?” H. E. Aldrich, of the Equitable 
Life of Iowa, said in part: 

“Life insurance companies, or their 
agency Managers, secure men from 
other businesses or vocations, regard- 
less of how much special training these 
men may have had or how much may 
have been invested by individuals, cor- 
porations, or the state, in fitting them 
for their businesses, trades, profes- 
sions or callings. Published codes of 
ethics, no doubt shave a real place 
among insurance men,—but they are 
very apt to contain the hidden cunning 
of designing men, or embrace the views 
of theorists who, however, may be the 
dominating minds of an association of 
underwriters or of insurance officials. 
Like the Good Book, when thought- 
fully read and precepts heeded, their 
influence for good is undoubtedly 
strong, and will point the way to better 
practices and higher ideals. If rules 
or codes are adopted in our business, 
great care should be exercised, in that 
they build not too high a wall around 
the ambitious agent and raise not bar- 
riers before the strong, growing, pro- 
gressive general agency or company, 
through such rules as, Thou shalt re- 
fuse ‘to hire agents who are already 
engaged by other life companies, be- 
fore they shall have been ‘honorably 
released from such employment.’ 


Treaty of Peace Between Companies 

“A few life insurance companies 
have, I think, at the present time, an 
agreement between themselves that 
they will not employ each other’s 
agents while those agents are under 
contract, and not for a certain number 
of weeks or months after the agent 
severs his connection with his com- 
pany. This is not, however, an ethical 
proposition with these companies; it 
is merely a sort of treaty of peace as 
between themselves, that they may live 
in harmony, if not in brotherly love, 
and without retaliatory raids upon each 
other’s agency organizations. How- 
ever, these same companies do not 
hesitate to employ, whenever oppor- 
tunity affords, the agents of other com- 
panies not parties to the agreement 
just mentioned. 

“Not infrequently a life company se- 
cures from another, an executive offi- 
cial,-a_ vice-president, for instance, or 
an actuary. The act is not regarded 
as unusual—-certainly not unethical— 
nor any different from a railway com- 
pany hiring away from a competing 
road, a superintendent, a master me- 
chanic, or even a president. 

Would Dwarf Ambitions 

“To greatly restrict the right of free 
approach to the employes of another 
iife insurance company, either salaried 
or on a commission basis, would be 
to dwarf ambitions of employes, and, 
in some cases, retard company develop- 
ment. Recognition of ability, of work 
well done, of faithful service, must be 
assured, or ambitious and efficient men 
will be attracted to other institutions 
where there is more promise of ad- 
vancement and recognition. The agent’s 
own company should not be the only 
avenue left open for his promotion. 
Avenues for promotion through other 
companies should not be closed. 

“The life insurance salesman or 
general agent sells his services, re- 
gardless of whether he is on a salary 
or commission basis. Those services 
may be considered of greater value by 
one company than by another; hence 
it would appear perfectly proper for 




















Great Southern Life Insurance Company 


HOUSTON, TEXAS 


* AMARILLO 

THE sani, 
BIG Fl.wortn? 
TEXAS GREAT 


TEXARKAKAe 


For Agency Contracts address 


IRSURAMLE 
BEAUMONT 


O. S. CARLTON 


PRESIDENT 


SAN ANTONIOe oF TARTHUR 
eperriy COMPANY » 
































a company to bid for those services on 
a basis of the value placed thereon 
by it. 


ambitious young man, determined upon 
life insurance as a life’s work, should 
not engage with those companies; for, 
though ‘his ability and worth were 


Life Business Competitive known by other companies, would not 


“The life insurance business is com his advancement rest almost entirely 


petitive 
by the rapidity with which cn» 


pany 


tion of some new feature ‘ni 
contracts. 
petition going farther than it should, 
in the securing of quality men. It is 


good 


all departments of a company; it com- 
mands recognition and advancement of with their own company. 


able 


agency managers from becoming self- 


intensively so—as ev'denced with the officials of his own company? 
com- Why should he not have the whole 
follows another in the iniroduc- world as a market for his services? 

) its policy “How secure many companies and 
There is no danger of com- general agents would feel if they knew 
that, because of an agreement with 
others, their best men could not be 
taken from them, except those men 
were first to terminate their relations 
" Companies 
companies and are even loath to advance their own 
men not under direct contract, without 


that this competition is felt in 


men; it keeps 


satisfied, unprogressive, and ultra con- {first securing consent of the general 


servative. 


It should not be throttled. apent. 


“An agreement as between compa- 


nies 


that their agency officials would When An Agent Becomes Valuable 


not approach the agents of each other “It is conceded that an agent be- 


for the purpose of securing their serv- 


ices, 


known, be sufficient reason why any 


comes valuable only in proportion to 
his knowledge and mastery of the busi- 
ness and his ability to sell insurance 


would certainly, if generally 








EFQUITABL 


Mutual in Principle and Practice 


U 


Impregnable in Strength 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies 
Low Mortality Rate 


I Prompt Payment of Death Claims 


T 


These are some of the advantages enjoyed by 
B representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


For agency openings address: 
W. E. Taylor, Second Vice-President 


QOUITABLE 


Efficient Service to Policyholders 





Training and Education for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 


“ere com 
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or manage an agency, or both, inde- 
pendent of close supervision or further 
expensive training. If his development 
and training have reached a_ point 
where he is prepared for advancement, 
and that advancement is not forthcom- 
ing by his own company, it would be 
a serious matter indeed if another com- 
pany should, through an agreement or 
through the so-called ethics of busi- 
ness, be prevented from approaching 
him with a proposition to change com- 
panies. It is very often true that serv- 
ices of capable men cannot be trans- 
ferred for money consideration, be- 
cause of the satisfaction which, for one 
reason or another, they enjoy in re- 
maining with their present institutions 
But that does not change the fact that 
many other men, happily and profitably 
employed, are open to consideration of 
offers of other companies which bring 
more recognition and advancement. 
Their services are for sale; they are 
ambitious for advancement and they 
are anxious that their ambitions shall 
be realized. 
Doesn't Advocate System of Proselyting 
“You have been able to gather from 
what I have said, just about what my 
attitude is as to how far we should 
go in securing men from other com- 
panies. The accepted customs of busi- 
ness concerns in general, it seems to 
me, should be followed in the insur- 
ance business, and that in the follow- 
ing of those customs, the business of 
insurance can receive no injury; but 
rather, on the whole, be benefitted. 
“IT do not mean to advocate a system 
of proselyting, but I do mean to ad- 
vocate the soundness of the principle 
that men sell their services, and that 
if one company attaches a _ greater 
value to the services of an individual 
than does another company, it is the 
privilege of that company to offer him 
a contract 
“IT consider that there is no obliga 
tion upon the part of one company to 
notify the management of another, of 
its intention to negotiate with any per 
son in the employ of the latter. 
“Probably never a monih passes but 
that some of our men are approached 
by the representatives of other com- 
panies, seeking their services; and we 
recognize that those companies are 
within their rights and are following 
sound business principles in so doing. 


Must Be Good Reason For Making 
Changes 

“Any change from one company to 
another, necessitates readjustment. 
Never should an agent be taken from 
another company unless there is good 
reason to believe that by so doing, he 
will benefit by the change and will 
profit thereby. If the company and 
agent cannot both benefit, then I should 
say he should be left alone 

“I do not advocate the building of 
an agency organization through the 
securing, almost exclusively, of trained 
men from other Every 
company should do its share of con- 
structive work,—teaching men the life 
insurance business and developing them 
into successful agency managers. Such 
men are grounded in the principles and 
traditions of your own company. They 
give the best satisfaction in an agency 
organization, and cause le worry and 
annoyance to the management. As to 
my own company, we will welcome the 
day when, from its own agency organ- 
ization, we shall, except on rare occa- 
sions, be able to promote from the 
ranks, all our new agency managers.” 


companies 


B. E. ELLIS WITH GUARDIAN LIFE 

B. E. Ellis, a well-known life insur- 
ance man in the Central West, who has 
been with the Phoenix Mutual, and 
more recently with the Equitable of 
Iowa has gone with the Guardian Life 
in advisory work, with temporary head- 
quarters in Davenport, Ia. T. Louis 
Hansen, vice-president and superinten- 
dent of agencies of the company, who 
made the appointment, is now in the 
middle west. 
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reliminary KWeport O LIFE INSURANCE COMPANY OF VIRGINIA 
Study of Agency RICHMOND, VIRGINIA 
= OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
os eee at Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
Association of Life Agency Officers $50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1917: 
pare pesionidareneetebebeeadseetaretoxeks Piast aabesenedadsanernsereneds $ 16,560,439.04 
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uccessful agents Only those Only the men in Group A_ (over GOOD TERRITORY FOR LIVE AGENTS 
nt who reported over $50,000 in $200,000) have been grouped in other -- 
id business during 1917 were includ- studies and show the following re- 
n the study sults: 
Up to the time of this report (Octo- Con ies reported $7 PENNSYLVANIA OPPORTUNITY 
I ) fifty-seven companies have Ag rted ween 0 If you are interested in making a permanent connection with an old well estab- 
pleted the figure These compa- _ cynics 4 4 lished company with a progressive management and an unequalled dividend record, 
lurd 1917 reported $1,229,549,000 4. tet ste yin 332 it will be to your interest to investigate our proposition. 
d new business Their agents ( y iduate 223 Address, PERMANENT, 
PASE S8r ORT RTE Te aitd a5 $0nk tna ae 171 Care of The Eastern Underwriter, 105 William Street, New York City 
1694 Che total paid business of these Ranvesented nnle one caminaey. .:. 331 
mounted to $637,367,000 or an : =| Ue deen meniaeeeeeennmmmeneieneen ™ 
» of $135,000 STRIKE OUT 8 CENTS TAX - ° m 
rhe percentage of new business pro ——- Mr. Successful Life Insurance Agent: 
{ by these men was 51 8 of the Finance Committee of Senate Recom- Do you want to secure a General Agency 
tal business of the companies report aaa say in a pay for yourself? If so, read this, it is 
t percentage of total busi- ~— WORTH KNOWING 
written by men producing over Under the terms of a provision adop- Suppose that you are insured in the United Life and Accident Insurance Com- 
in any one company was 95.5 ted by the Senate Finance Committee pany of New Hampshire for $5,000 under the Company’s Triple Indemnity Plan, what 
cent.; the lowest 18.1 per cent insurance companies will be required floes your Policy guarantee to do? ANSWER: 
[ busine has been classified in to make all necessary reports and pay- FIRST, it guarantees that in case of death from any cause $5,000, the face of 
hin following groups ments without assessment or notices the Policy, will be paid. , Ps a 
»6 fy e collector of internal revenue SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
lucine over $200.000 num- from the collector of intern I ; 1 : 
producing Over 9. ’ nu and if t paid whe due there will be fece of the Policy, will be paid. : ; 
Those producing between — , wa a Pp ; +" aca alty of 5 THIRD, that in case of death from certain SPEQIFIED accident, $15,000, 
0) and $200,000 numbered 1,782. added as part of the tax a penalty oro or THREE TIMES the face of the Policy, will be paid. -URTHE! 
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Phese groups have been vocationally time tax becomes due, The _commit- but not to exceed 52 weeks, after which the weekly indemnity will be at the rate 
issified with the following results in’ tee has also stricken out the eight cent of $25 PER WEEK throughout the period of disability. Can insurance do MORE? 
! * oO cupati tax on life policies recommending in- And WHY should any man be satisfied with a policy that would do less? The cost 
1.000 , stead a 12 per cent. income tax on the ‘ oo Agents wanted in the following States: Pennsylvania, Delaware, Kan- 
) ( Me companies, sas, Michigan, Ohio and the District of Columbia. Address: 
( XX « RB Group ¢ _- -_———_—— —_— 
| : There was a time, || UNITED LIFE AND ACCIDENT INSURANCE CO. 
Won't Provide says the Standard Home Office, United Life Bldg., Concord, New Hampshire 
A 1 Harbor For Accident, when the : ——— 
7 1 Slackers insurance business 
! I was considered a 
: ; ; good “bluff” at work. The rich who 
14 10) desired some sort of excuse for main- 
) 6 taining an office and holding out the 
) 2 ides. that some sort of ellact at work The Power of Veteran Leaders 
) ; %6 was being done found the profession 
] 19 an easy one to enter and a good screen PLUS 
3 , y 
~ for themselves. No doubt the new ° 
as | gees qi aive shin tna duntenl at ite The Enthusiasm of Youth 
12 13 sort of idea on the part of some men 
'} Who may wish to avoid an argument 
with the War Department. = - a . 
164 This company does not expect to is the Home Office combination that is 
5 am 1 601 allow itself to be used in this way. 
Bc TR — 1: ,, We shall make a special effort to see working and achieving every day to give 
It is inte ting to ye : lat 69, o 5? that every man who receives a license 
cent. of the sucee ful salesmen of 54 “—" P hs »s acti 
tne’ Fomeigy-se alae ateiieiia tie from the company shall be an active Maryland Assurance agents an unusual 
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vious lines of work Men with previ- An insurance a i an insurance ° 
a on 4 f surance agent and an insurance ° : 
ous sales experience provided 28 per siacker are two very different things. quality of practical aid and personal 
of the totals. We must admit that heretofore we have ‘ i 
The returns do not classify previous had many names on our books as agents encouragement. Life Insurance, Health 
men closely enough to give accu- that have shown no life and activity. . 
but the subanalysis shows these These we expect to cut off at once. and Accident Insurance—a wide range 
ult Those representatives of this com- " — 
\ Be ( pany who. are directly responsible for of very attractive policies. Maryland 
l ¢ “4 “I nd sub-agents are asked to help out by 
ES . . > promptly reporting any names of those Assurance agents are making good, and 
i 3 ) 55 not active in the production of busi- 
7 17 28 : . e e 
-* ness. 
18 - We are strong for the active agent, making money. Valuable openings in 


ACTUARIES IN SESSION 
The Casualty Actuarial & Statistical 
iety begins its annual meeting to- 
lay, Friday, at the Yale Club, New 
York he sessions will continue into 


morrow The president and vice- 
president are not eligible to re-election. 
Following are the names of those who 
be voted upon for Fellowship: M. 


vi issistant Equitable 

‘ew York; F. W. Hinsdale, secre- 

I Workmen's Compensation Board, 

Vancouver; W. T. Perry, Canadian Man- 

r, Ocean Accident & Guarantee, 

ronto. A number of valuable papers 
will be presented. 


actuary, 











but we are down on the slacker of any 
kind —be he 
slacker 


regular or insurance 


Phoenix Mutual’s Book 
(Continued from page 2) 

thing. How glad I am that this pro- 
vision, this monthly provision, of your 
father’s doesn’t give me a single bit 
of worry about investment or business.’ 

“These pictures and a hundred others 
which you can paint, are the things 
which you would sell—pictures of true 
Home Maintenance, pictures that are 
always realized in some form or other. 
Other scenes just as compelling could 
be portrayed concerning business main- 
tenance and the maintenance of old 
age comfort.” 


































































productive territory for energetic 


ambitious men. 


MARYLAND ASSURANCE CORPORATION 
SEVEN SOUTH GAY STREET 
BALTIMORE 


“Live and Die with Assurance’’ 
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PROVIDENT agents find that 


INCOME POLICIES sell best when they provide for 
the Insured’s own Old Age as well as for the 
Protection of the Family. 


Write for information 


THE PROVIDENT LIFE and TRUST COMPANY 
of PHILADELPHIA 


Founded 1865 














THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


F INSURANCE com 














WILLIAM N..COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 

















Diminishing Agency Turn-Over 


By W. E. Taylor, Second Vice-President 
The Equitable Life Assurance Society 
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One of the reasons that the life in- 
surance business is able to attract so 
many men of high caliber is that it is 
never stationary. It is never monoton- 
ous. It is always presenting new 
phases. 

While the war therefore of necessity 
brought the life insurance business 
many new and difficult problems, yet 
in the main such problems were not, 
perhaps, with us so unexpected. They 
merely called for a greater amount of 
ingenuity and a larger measure of ef- 
fort to meet them. 

In spite of the war some of the com- 
panies—and I am glad to add that the 
Equitable is one of them—have shown 
substantial increases in their new busi- 
ness for this year as compared with 
last; and I believe I am justified in 
saying that one of the most important 
factors that has contributed to this in- 
crease is the attention that we have 
been giving of recent years to the ques- 
tion of “Agency Turn-Over.” A com- 
pany today that is not alive to the im- 
portance of this subject is surely be- 
coming moribund. 

It is as essential for us in our ranks, 
as in the army, that there be a con- 
tinual addition of new units. We must 
have not only an e‘fective firing line, 
but also substantial reserves from 
which to freely draw. But whereas 
the army can now utilize in one way 
or another almost any man who suc- 
cessfully passes the medica] board, 
with us there is a radical difference in 
that, if we are to progress, we must 
apply a rigid principle of SELECTION 
which is as important as the fellow 
factor of TRAINING. 

Almost every company, I suppose, has 
made studies to determine what per 
cent of new material is necessary to 
at least show growth. It would be 
interesting, I think, to gather the ideas 
of company managers on this point. 
But without attempting to certify to 
the accuracy of the data as we have 
determined it in the Equitable, and of 
course without any assumption that 


the figures would be correct for any 
cther company, we hold to the opin- 
ion that approximately 20 per cent of 
our new business each year must re- 
flect the business of new agents serv- 
ing in their first year; and I mention 
this point at the outset for the pur- 
pose of emphasizing the importance of 
the question. 


Ranks Were Padded 


It seems to me that it is only a 
matter of a few years ago when almost 
any company would be prepared to 
recognize as an agent almost any man 
who could control, or claim he could 
control, even a single case. ‘The re- 
sult was that the agency ranks of the 
various companies became badly 
“padded” with an immense number of 
names, who not only involved a great 
amount of wasted time and attention 
from agency managers, but often times 
with no compensating advantages 
whatever, they acted as deterring fac- 
tors in the employment of real agency 
material. It is a matter of congratu- 
lation to us all that in recent years 
there has been a marked advance made 
in this direction and companies are 
today scrutinizing would-be appoint- 
ments with a view to seeing whether 
same will prove helpful to the business 
at large or will warrant the expendi- 
ture of money and effort that each ew 
appointment involves. This forward 
step, however, has not been brought 
about without the exercise of a great 
deal of effort. Field managers were 
many times inclined to the belief that 
unnecessary restrictions were being 
set and the exercise of their judgment 
was being curtailed. However, we 
have now reached a point, I believe, 
where the individual manager realizes 
that the more careful he is in the 
selection of his men, the greater the 
progress of his agency will be, be- 
cause it costs as much “to feed a 
poor horse as it does a thorough-bred” 
and poor stock never does produce 
good results. And it is as true for the 





Mahager as it is for the solicitor, that 
it does not pay to spend time on poor 
prospects. ‘ihis phase of the matter 
nowever, is well understood by all pro- 
gressive companies and it is not neces- 
sary to enlarge upon it here. Rather, 
1 think, you will all be more interested 
in knowing of what steps are taken in 
the Equitable, first, in the matter of 
selection, and second, in the matter of 
training, and as an indication of the 
fact that Our methods are at least 
ending in the right direction, | can say 
to you that our “Turn-UOver” is show- 
ing a marked improvement over the 
past. 


Agents Fewer, Business More 


By “Agency Turn-Over” is meant the 
relation of agency material which is 
“hired and fired” to average “pay roll.” 

Briefly, the record for the 9 months 
of last year as compared with this 
shows that in 1917 we appointed 20 
percent more agents than we did for 
the same period of this year; and yet 
the amount of new business secured 
for this year through new organization 
was a substantial increase over last, 
not only in amount but in the percent- 
age that such new business bore to 
the total new business (which 1 think 
is all the more note-worthy because of 
the substantial increase of our total 
new business). Furthermore, the per- 
cent of producers to total appointees 
has been steadily increasing. It might 
also be mentioned that our increasing 
new business has been going hand-in 
hand with a decreasing agency roll. 
which would be all the more marked 
were we to have stricken from our roll 
the many members of our staff who are 
now serving the Government § and 
whose production this year had they 
been with us would have represented 
at least $10,000,000 more of new busi- 
ness. 

The Equitable for several years now 
has been a contributing member of the 
“Bureau of Salesmanship Research” of 
the Carnegie Institute, and we were 
prompted to join because we saw in 
this membership an opportunity for un- 
biased study of the problems’ with 
which we had been wrestling for many 
years. As a result of suggestions made 
to us by the Bureau, coupled with our 
own studies, we have for the past year 
or more required all our managers in 
the appointment of new agents to ac- 


tually rate each appointee by a rating 
scale, under which each new appointee 
is compared to several distinct factors 
with a group of actual agents previ- 
ously selected. 

This rating scale, I might say, was 
adopted not so much from the stand- 
point of hoping always to “pick the 
winner,” as it was from its value in 
iending to eliminate the unpromising 
material; and doubtless you all know 
that the rating methods of the Carne- 
gie Institute and the mental tests which 
they have employed, have since been 
adopted by the War Department for 
use in the army, and a large part of 
the personnel of the Bureau has 
been drafted by the War Department 
to supervise the carrying out of the 
>rinciples for which they stand. 

I do not want to burden you with too 
much detail as to the method that we 
employ, but I can briefly say this—that 
assuming the manager has made a 
careful selection and having applied 
the rating scale and the agent at least 
vives promise of being average (which 
shows a total of 59 points out of 100) 
we are prepared to recognize the ap- 
pointment and the question of TRAIN- 
ING then steps in. 


The Agent Starting Out 


Due to the fact that agents are being 
daily appointed at widely separate 
points, we have not as yet felt justified 
in instituting a CENTRAL TRAINING 
SCHOOL but in default of that our 
plan is-—-First, to give each newly ap- 
pointed agent a three-part canvassing 
kit in which he is given the more 
necessary tools to work with. Second, 
his contract is acknowledged from the 
home office in the form of a commis- 
sion by which he is formally authorized 
to represent the society and accom- 
panying the commission, which goes to 
him in a neat little card case, there is 
a small booklet on “Successful Sales 
manship,” written by one of our mana- 
gers, which in brief form points out the 
“pit falls” of the business and the 
opportunities for success. Further, the 
agent is placed automatically on the 
list of our house organ “Agency Items” 
and he becomes at once eligible for 
participation in the Society’s corre 
spondence course of training. 

We also require our manager in noti- 
fying us of the appointment of each 
new agent to indicate the old agent or 











in which to insure. 


that record is in their work. 





SECOND TO NONE IN SERVICE 


Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out as an ideal company 
Sixty-seven years of square dealing are back of | 
every one of our representatives. They will tell you how great an asset 
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field supervisor to whom the new - —— =——s = “Again we urge Mutual 
agent is to be assigned for instruction, Profits, Life agents never to re- 
realizing as we do that in all matters . . ° , fe He ee ° ° ° Dividends, fer to the so-called divi- 
of training the question of “personal Missouri State: Life Policies Rich In Selling Points Surplus dends of any mutual 
touch” is of vital importance’and that pees company as profits,” says 
practical experience must of necessity “Points” of the Mutual Life. “That 
go hand-in-hand with theoretical] train- Facts— | designation of the distributive shares 


this respect I believe we are 
following tne “applicatory method” of 
training which is used throughout all 
our Officers’ Training Camps, by which 
men are judged not so much froin the 
tandnoimt of what they know, as from 
the standpoint of how they are able to 
apply that knowledge in the field. 

To secure the best support from our 
field managers we have introduced two 
plans which have been quite far reach- 
ing 

We have appointed a personal com- 
mittee with one of our foremost mana- 
gers as chairman, which is charged 
with the responsibilities of developing 
particularly the best sources and the 
best methods for securing agents, This 
committee of course, works in con- 
junction with the home office and we 
have formed some very interesting con- 
clusions. First as to methods, that the 
most effective way to get agents is to 
canvass for them the same as for new 
and as to sources, that real 
estate and general insurance furnish 
the best field in which to operate. 

The other factor is a bulletin known 
as “Agency Development,” which has 
been published alternately by two of? 
our leading field managers for the bene- 
fit of our managerial staff, in which 
there is constantly brought before them 
the points of vital interest in this prob- 


ing. In 


business, 


iem, and what is more important, ne- 
cessity for action. 

These two instrumentalities have 
dene much to impress upon the field 


managers their responsibility in this 
problem. 

We realize in the light of war con- 
ditions and the existing economic sit- 
uation that the problem of “agency 
turn-over,” i. e., “agent getting” and 
“arent training’ may be unusual, but 
cn the other hand the need of in- 
surance is better understood than ever 


und the opportunity for its sale there- 
fore better; and what perhaps is more 
to the point, there is available for us 


many lines of industry which are not 
now being prosecuted, and there are 
also many people, both women and 
men, who, under’ ordinary circum- 


stances, might not be seeking employ- 
ment, but who are today alive to the 
realization that they should be in ac- 
tual work of an essential character, 
where life insurance now makes a dis- 
tinct appeal. Furthermore, while in 
many lines there has been a marked 
increase in the remuneration paid the 
worker, yet this is not true of all, and 
there are many employments where the 


income of the worker has not kept 
pace in any degree ‘with the higsher 
cost of living. While opinions may 


differ as to the advisability of employ- 
ing men or women as part-time agents, 
vet the fact remains that many of our 
foremost producers were recruited 
from the ranks of those who started 
as part-time agents and many of those 
now employed in the lines I mention 
are anxious to augment their incomes; 
and we are therefore prepared to give 
favorable consideration to appoint- 
ments of this character, where there 
is a probability that the appointee will 
seriously consider ultimately adopting 
our work to the exclusion of other pur- 
suits. 

In conclusion I can 
while the war brought 
vet at the same time 
opened up many new 
far outweigh, in my 
difficulties. It is only 


only add that 
its difficulties, 
there has been 
avenues which 
judgment, the 
necessary to 


consider for example, the number of 
men, both healthy and semi-crippled, 
who will be returning from .the war 


with a knowledge and appreciation of 
life insurance, and many of whom have 
become its effective exponents. This 
is a field that we will hear much more 
of as time goes on, and yet it doubt- 
less will be but one of many fields from 
which we will hereafter be recruiting 
our ranks, 











Home Office, St. Louis, Missouri 


Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 
‘Policy Contracts New and Attractive | 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in Amarica 











Looks Coldly On 
Agency Change Apps 


POSITION OF UNION CENTRAL 





Allan Waters Explains Treatment of 
Letters of Men Desirous to 

Go With Company 
Waters, second vice-president 
and superintendent of agents of the 
Union Central Life, told the agency 
officers that in his opinion no company 
can afford to build up its agency force, 
or its insurance, at the expense of any 
other company. He made a plea for 
“professional courtesy” among compa- 
nies and their agency superintendents. 
In discussing the Union Central’s meth- 
ods of handling applications from agents 
who desire to change companies Mr. 
Waters said in part: 

“In our company a formal application 


Allan 


for an agency is preceded by corre- 
spondence. This correspondence is of 
two kinds: inquiries regarding local 


inquiries regarding gen- 
eral agencies. As we do not execute 
direct contracts except with general 
agents, inquiries of tthe first class are 
referred to the general agent control- 
ling the territory in which the pros- 
pective agent desires to operate and 
he is informed unless ‘he requests that 
his communication be considered con- 
fidential. In such cases we reply ex- 
plaining the situation and suggest that 
he take the matter up with our general 


agent. If he does not do this the in- 
cident is closed. 5 


agencies and 


General Agency Negotiations 


“General agency negotiations are 
conducted by the Home Office, and usu- 
ally embrace general agents who are 
desirous of making a change, and per- 
sonal producers who have a laudable 
ambition to become general agents. 
The correspondent frequently requests 
that his letter be considered strictly 
confidential, and, occasionally, there is 
nothing to indicate what company he 


is representing or whether, at present, ’ 


he is connected with any company. 
The communication is acknowledged, 
an agency application enclosed (gen- 
erally with the statement that we have 
no opening for.a général agent in the 
locality, but if. interested in a general 
agency elsewhere and he has decided 
to make a change, we shall be pleased 
to have him fill out and return an 
enclosed blank which forms the basis 
of our agency negotiations). This appli- 
cation gives the age, physical condi- 
tion, family, occupation for past five 
years, financial standing, references, 


and the territory desired, what other 
companies he has represented, annual 
paid-for business, and also, whether his 
accounts with the companies have been 
fully adjusted. With this information we 
are able to act intelligently and often 
give him some fatherly advice. 

“Should we have a suitable opening, 
and our investigation proves satisfac- 
tory in the final negotiations I feel 
it my duty to ascertain first, whether 
it is not possible tor the applicant to 
continue with the company he has been 
representing, provided contract rela- 
tions have not already been severed. 
He is familiar with his company, its 
rules and regulations, and often has 
a personal acquaintance with its offi- 
cers; so that he is making a sacrifice, 
and taking a chance, in casting his lot 
with a new company, and with stran- 
gers. I point out, if it be true, where 
our contracts are less liberal and our 
rules and regulations more conserva- 
tive. Unless this course is pursued I 
feel that we would have a disloyal or 
at least a very much discouraged agent, 
which would be most unfortunate for 
us, and for the agent a disaster.” 


Set Your Insurance 
Clock Ahead a Whole 
Week 


BY READING 


The Eastern Underwriter 











of the so-called surplus has done im- 
measurable harm to mutual insurance. 
When you hear the term used explain 
at once that the so-called profits (divi- 
dends) are merely refunds of so much 
of the premium collected” as has not 
been required to meet the current and 
future cost of the insurance. If it were 
possible to determine in advance the 
exact future cost of life insurance the 
premium would be fixed at a sum pre- 
cisely sufficient to cover that cost, and 
there would be no surplus and no divi- 
dends. To determine the exact cost 
in advance being impossible, the pre- 
mium is fixed at a sum believed to be 
sufficient beyond question to provide 
for the present and future outlay, and 
at the end of each year what remains 
of the premium after the necessary pro- 
vision for a contingency reserve is re- 
turned to the policyholder as a _ so- 
called dividend. This refund is in no 
sense a profit, but merely so much 
saved in the estimated cost. 


“Take a homely illustration. A 
friend of yours is about to visit a dis- 
tant city. You arrange with him to 
buy you an overcoat of a certain de- 
scription. Neither one knows just what 
the coat will cost, but you place in his 
hands a sum, say $75, which you are 
sure will be sufficient for the purpose. 
When your friend returns he informs 
you that the exact cost was $65, and 
accordingly he hands you the surplus 
of $10. 

“You would not call that $10 profit, 
would you? Clearly it is nothing more 
than a refund of what has been saved 
out of the money advanced to him to 
cover the possible cost of your coat. 
You would not even call the $10 a 
dividend, which would seem to imply 
a profit. In like manner the term divi- 
dend in life insurance is improperly 
used to designate the refund of that 
portion of the premium which is re- 
turned at the end of the year as not 
required.” 





HOHENZOLLERN INSURANCE 

The former Kaiser has six large in- 
surance policies on ‘his life, according 
to James W. Gerard. 


A big convention of agents of the 


Equitable Life Assurance’ Society, 
from all parts of the country, will 


be held next year. 





Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
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Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with‘direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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The Columbian National Life Insurance Company 


‘otal Disability and Weekly 
Indemnity for Loss of Time— 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 
HEALTH INSURANCE 












Provident Removes 
War Restrictions 


TO RETURN EXTRA PREMIUMS 





Death Claims Will Be Paid in Full 
Even if Written With No 
Extra Charge 





The first company to remove war re- 
strictions from its policies, following 
the news of the signing of the armistice, 
was the Provident Life & Trust, Phil- 
adelphia. President Wing in a letter 
to the general agents said: 

“The conclusion of the armistice 
with Germany affords welcome oppor- 
tunity to remove the war restrictions 
which for so long have been a hind- 
rance to our new insurance. Begin- 
ning with to-day the war rider will be 
removed and new insurance will be 
issued without military or naval restric- 
tions. The single extra premium foy 
civilians traveling overseas will also 
not be required. 

“It will be recalled that when war 
was declared by the United States, this 
Company promptly waived all restric- 
tions relative to military or naval serv- 
ice that may have been contained in 
policies then outstanding. A_ short 
time later, in common with other com- 
panies, the Provident introduced mili- 
tary and naval restrictions in new in- 
surance thereafter issued. It was neces- 
sary to take this step, first in order 
that the Company might protect itself 
against a great influx of new insurance 
at peace time rates on the part of men 
going to the front, and second to mini- 
mize the Company’s loss should the, 
United States become seriously in 
volved in the war for an extended 
length of time. Standing at the con- 
clusion of hostilities it is evident from 
our experience, that any loss to be en- 
countered under outstanding policies 
containing military or naval _ restric- 
tions, will be a small percentage of the 
total loss experienced by the Company 
on account of the war. If the Company 
could have written a sufficient vol- 
ume of new business and at _ the 
same time have thus limited the losses 
without the introduction of military or 
naval restrictions, such restrictions 
would not have been adopted. The 
Company therefore, by action of the 
board of directors taken this day, has 
removed from outstanding policies all 
restrictions relative to military or naval 
service. All extra war hazard premiums 
collected by the Company will be re- 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


-By the State of Texas, June 28, 1915 


“It is noteworthy that this Company was organized without any promotior expenses.” 
“F beg to report further that I find ‘the Company in excellent financial condition.” 
“The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds. are being-carefully conserved under expert supervision.” 


Home Office, DALLAS, TEXAS 

















The Insurance Course At Columbia University 


For the past two years Dr. S. S&S. 
Huebner, of the University of Pennsyl- 
vania, has been conducting a course in 
life insurance at Columbia University 
as a part of the Business Extension 
Course of the University. When the 
Government took over the leading uni- 
versities and colleges for the purpose 
of carrying on military training Dr. 
Huebner received instructions to con- 
fine his attentions solely to the work 
of the U. of P. He was somewhat 
concerned about the insurance course 
at Columbia, believing that he was 
laying there the foundations for a 
broad and comprehensive instruction 
and training in life insurance. In his 
predicament he called upon Vice-Presi- 
dent Lunger, of the Equitable, and 
explained the situation. 

Mr. Lunger told Dr. Huebner not to 
have the slightest concern regarding 
the continuance of his course as he 
was confident the life insurance offi- 
cials of New York City would volunteer 
to conduct the course as planned by 
Dr. Huebner. 

Lectures have already been deliver- 
ed by Henry Moir, president of the 
Actuarial Society of America; William 
J. Graham, of the Equitable, Julian T. 
Myrick, of the Mutual; and Charles 
Jerome Edwards, of the Equitable. In- 
vitations have been extended to others 
which will no doubt be accepted and 
through whom the course will be con- 
tinued until early in May of next year. 

Mr. Lunger has received the permis- 
sion of President Butler, of Columbia, 
who is keenly interested in the course, 
to throw it open to the clerks in the 
offices of the New York companies and 
to all agents and brokers who wish to 
attend. The lectures are given every 
Friday afternoon in Room 213, Hamil- 
ton Hall, Columbia University at 5:30 
P. M. and any clerk, agent or broker 
may consider himself privileged to at- 
tend. 

It is the intention of Mr. Lunger 
and those who are associated with him 
in the course to combine certain of 
Dr. Huebner’s subjects so as to make 
room for a series of lectures on forms 


turned; and if regular premiums have 
been duly paid, death claims will be 
paid in full whether or not an extra 
premium has been collected. 

“The removal of all military and 
naval restrictions, combined with the 
feeling of relief which we all have be- 
cause of the successful termination of 
hostilities, will help to relieve the ten- 
sion and difficulties under which wa 
have been working. The new condi- 
tions thus produced will benefit our 
prospective policyholders, the field 
force and the Company as a whole.” 


of insurance other than life; such as 
accident, health, compensation, fire 
and marine. 

This course recalls the Co-operative 
Course which was conducted at Yale 
University in 1903-4 by Mr. Lunger in 
co-operation with President Hadley 
and Dean Palmer, in which many of the 
officials then prominent in the various 
lines of insurance co-operated. These 
lectures were afterwards printed in 
book form by the Yale Press and con- 
stituted a very valuable addition to the 
collection of insurance publications. 


AT WORK ON CONVERSION 


War Risk Bureau’s Advisory Board 
Preparing Regulations, Says 
N. Y. “Tribune” 


Arthur Hunter, F. Robertson Jones 
and W. A. Fraser, advisory committee 
of the War Risk Bureau, are at work 
framing regulations which will govern 
the five year conversion features of 
the Government's soldier's and sailor's 
insurance. The “New York Tribune” 
says: 

“The government will arrange to col- 
Ject premiums monthly or for longer 
periods in advance. This may be done 
through post-offices. The minimum in- 
surance to be issued probably will be 
$1,000 and the maximum $10,000, with 
amounts between those sums in multi- 
ples of $500. There will be provision 
for payments in case of disability as 
well as death, according to the tenta- 
tive plan. 

“The insurance may be purchased by 
any soldier, sailor or marine and by 
women members of the army or navy 
nurse corps if they already hold gov- 
ernment voluntary life insurance.” 


FORBES LINDSAY’S CHANGE 

Forbes Lindsay, who had charge of 
the Pacific Mutual's salesmanship 
school, and who was editor of the Pa- 
cific Mutual’s home office paper, and 
who resigned some weeks ago, is now 
with the Equitable Life Assurance So 
ciety in California. 


| 
| Set Your fnsurance 
| Clock Ahead a Whole 

| Week 

| BY READING 


The Eastern Underwriter 


War Limits Removed 
By John Hancock 


RESTORATION OF OLD LEVELS 


Action Taken By Company on Monday 
of This Week—Circular 
to Field 


The John Hancock, sent a wire to 
general agents on Monday, reading, 
“All war limits on new insurance re- 
moved.” Later the Company mailed a 
letter reading: 

Gentlemen: Beginning with this 
date, the insurance limits of this Com- 
pany will be restored substantially to 
the levels current prior to the war, 
plus such extensions as have been made 
since April 6, 1917. 

The new list now effective until fur- 
ther notice, will be as follows: 

MEN 

Ages 15 to 19 inclusive, general lim- 
it, $2,000, life and endowment. 

Ages 15 to 19 inclusive, special lim 
it, $5,000, life and endowment in ex 
ceptional cases. 

Ages 20 and upward, general limit, 
$25,000, life, endowment and 5 and 10 
year term on standard risks 

Ages 25 to 55, special limit, $50,000, 
life and endowment on risks without 
blemish. 


Ages 25 to 50, special limit, $50,000, 
5 year term on risks without blemish 
Note: Aviators and submarine per 
sonnel not accepted. 
WOMEN 

Ages 15 to 19 inclusive, general lim 
it, $2,000, life and endowment 

Ages 20 and upward, general limit, 
$2,000, life and endowment for depen 
dent women. 

Ages 20 and upward, $5,000, life, en 
dowment and term for business or pro- 
fessional women or those otherwise 
financially independent 

Ages 25 and upward, special limit, 
$25,000, life, endowment and term for 
exceptional risks among business ot 
professional women or those otherwise 
financially independent 

All the foregoing limits a 
fore, will be subject to the considera 
tion of hazards due to occupation, as 
referred to in list of prohibited, doubt 
ful and restricted risks, dated July 1, 
1918, and to other features affecting 
longevity, as may be discovered on ex 
amination 

War Clause B will be 
forthwith on new insurance and all pol 
icies will be written with Clause A 

WALTER L. CROCKER, 
Vice-President 


hereto 


abandoned 





Insurance in force over 
$142,000,000 





15,000 PEOPLE 


Wrote to us last vear, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


This DIRECT LEAD 


Walter LeMar Talbot, 
President 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased 
3% reserve 


to full 
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John M. Taylor Dies; 
Ill a Few Days Only 


HEAD OF CONNECTICUT MUTUAL 
Capable Executive and Splendid Citi- 
zen; Insurance Man, Lawyer and 
Author Passes Away 





John M. Taylor, president of the 
Connecticut Mutual died in Hartford 
last week, after an illness terminating 
in pneumonia. He was in active serv- 
ice almost until the end. 

John Metcalf Taylor was born in Cort- 
land, N. Y., February 18, 1845, a son 
of Charles Culver and Jane Maria 
Taylor, his parents of old New Eng- 
land stock His father was honored 
by his townsmen, holding offices of 
trust in educational and town institu- 
tions. The boy’s early years were 
spent on his father’s farm and his 
sound physical development was in 
part due to outdoor life. In those years 
the lad was turned to the reading of 
the Bible and the study of history and 
biography, potent factors in strength- 
ening his serious, firm attitude toward 
life and its responsibilities. A later 
study of the classics and English 
models molded his writing into a clear 
elegance, broadened by a training in 
iaw, which, with a splendid memory, 
gave to his writing a reserve and a 
trength wnich have made it valuable 
in its imvression upon his readers. 


Graduate of Williams 


He was graduated from Williams 
College in 1867 and studied law, be- 
ing admitted to the bar in 1870 and 
heginniny the practice of his profes- 
sion in Pittsfield, Mass. In that place 
he heid the offices of town clerk, clerk 
of the district court and clerk of St. 
Stenhen’s oarish. 

For two years he practiced law in 
Pittsfield, and then he came to Hart- 
ford as assistant secretary of the Con- 
necticut Mutual Life Insurance Com- 
pany. Six years later he became sec- 
retary. In 1884 he was made vice- 
president and in 1905, on the death of 
his lifelong friend and associate, Colo- 
ne! Jacob lL. Greene, he became pres- 
ident. His work with the’ company 
has been marked by faithful diligence, 
loyalty to the company’s best interests, 
a wide grasp of insurance principles 
and a conservative application of them. 
jle saw the company grow and expand 
and its business become one of the 
most imnortant among its lines. 

On October 1, 1912, when Mr. Taylor 
had been with the Connecticut Mutual 
Life Insurance Company forty years, 
the anniversary was observed by a 
dinner at the Hartford Golf Club, at- 
tended by leading insurance officials 
in the city and an event in the insur- 
ance history of Hartford. 


“Courant” Editorial 


An editorial on Mr. Taylor's death 
written by the editor of the Hartford 
“Courant,” illustrated how he was re- 
garded in Hartford: 


John M. Taylor, president of the Connecticut 
Mutual Life Insurance Company, died last 
night at his home in Garden street, after a 
long illness, following a severe operation of 
months ago. His final collapse came from twa 
successive attacks of pneumonia. which in ivis 
weakened state he could not rally from 

Mr. Taylor was a gentleman of the highest 
personal character and of choice literary tastes 
ind abilities—an agreeable companion with a 
multitude of those social qualities that bring 
and hold friends. THe made an excellent rec- 
ord in the Civil War, and, after a brief careet 
at the bar in Pittsfield, he came here in 1872 
as issistant secretary of the Connecticut 
Mutual Life, under Colonel Tacob L. Greene, 
who was secretarv and who subsequently hve 
came president At Colonel Greene’s death in 
19095 Mr. Taylor became president and Weurs 
S Robinson became vice-president. 


Under Mr. Taylor's administration the com 

pany was expanded broadly. while still ad 
hering as far as practicable to the conserva 
tive policies so vigorously urged by his pre 
le essor_ ind so heartily endorsed by Mr. 
Hughes in s New York report. His devotion 
to the company over which he presided was un 
easing, but, as noted, he found time for 
terary work of a high order He wrote his- 

of Maximilian and of our own Roger 


Stadden Chairman 
Presidents’ Meeting 


PROGRAM ALMOST COMPLETED 


Princeton President to Talk—E. H. 
Outerbridge Will Discuss Group 
Insurance—Other Speakers 


The program of the 12th annual con- 
vention of the Association of Life In- 
surance Presidents, to be held at the 
Hotel Astor, New York, on Thursday 
and Friday, December 5th and 6th, has 
not been completed, but the names of 
most of the speakers, with their re- 
spective subjects, follow: 

Chairman of the Convention, George B. Stad 
den, President, Franklin Life, Springfield, TL. 

“American Liberty—Its Rights, Its Obliga 
tions,” Dr John Grier Hibben, President, 
Princeton University. 

“Some Present and Post-War Problems,” 
Charles S. Thomas, United States Senator, 
Denver, Colo. 

“Increased Capital and Credit Through 
Thrift.” Joseph A. Chapman, Vice-President, 
Northwestern National Bank, Minneapolis 
Minnesota. 

Address by James W. Gerard, ex-Ambassador 
to Germany 

“Life Insurance Thrift as a Constructive 
Force.” Robert Lynn Cox, Third Vice-Presi- 
dent, Metropolitan Life. 

“Group Insurance,” Eugenius H. Outerbridve 
New York, ex-President,. Chamber of Com- 
merce of the State of New York. 

“Relationship of Life Insurance to the De- 
velopment of our Nation.” ¢ ’ Fairchild, 
President, National Convention of Insurance 
(Commissioners. 

“Vocational Retraining—A National Conser 
vation.” Dr. C. A. Prosser, Director, Federal 
Roard for Vocational Education, Washington, 
B. © 

“Epidemic Waste of Human Life.” Henry 
Moir, president, Actuarial Society of America, 
New York. 

“Relationship of Dentistry to Health Con 
servation,’ Harvey J Burkhart, D.D.S.. Di 
rector, Rochester Dental Dispensary a'nd ex 
President of International Dental Congress, 
Rochester, N. Y 

Who’s Who Among the Speakers 


Senator Thomas is chairman of the 
Senate Committee on Coast Defenses. 
Vice-President Chapman of the North- 
western National Bank of Minneapolis 
is one of the pioneer leaders of the 
banker-farmer movement to improve 
rural credit conditions and provide 
better financial support for farmers. 
Bugenius H. Outerbridge of New York, 
who will discuss group insurance from 
the viewpoint of the employer, was 
until recently president of the Cham- 
ber of Commerce of the State of New 
York. He is a member of the firm of 
Harvey & Outerbridge and vice-presi- 
dent and managing director of the 
Pantasote Leather Company of New 
Jersey and West Virginia and of the 
Agasote Millboard Co. of New Jersey 
He has been a director of the Equit- 
able Life Assurance Society for twelve 
years; and is a large employer of 
labor. 

Dr. C. A. Prosser is the executive 
head of the Federal Board whicl has 
been organized at Washington for the 
retraining of disabled soldiers and 
and sailors with a viewpoint to pro- 
viding them with means to utilize their 
economic value to the utmost. 

Dr. Harvey J. Burkhart is the direc- 
tor of the Rochester Dental Dispen- 
sary, founded a few years ago by 
George BPastman, the kodak manufac- 
turer. Before taking up the work of 
establishing this Rochester institution, 
Dr. Burkhart had been president of 
the Dental Society of the State of New 
York, of the National Dental Associa- 
tion and of the International Dental 
Congress. 

C. W. Fairchild is the new president 

of the National Convention of Insur- 
ance Commissioners. 
Ludiow. that have taken their places as 
authorities. Besides his position at the head 
of the great life comnanv he wos a director 
in the Phoenix Fire. vice-president of the 
Connectient Trust, trustee of the “Pratt Street 
Savings Bank.” president of the Loomis In- 
stitute at Windsor. and held various other 
offices, indicative of the general recognition 
of his abilities and his personal influence 
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The Combined 
Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 
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A lapsed policy is 

Warning a loss and a disap- 

About pointment to all 

Lapsed Policies parties concerned, 

; but especially so to 

the beneficiary, says the Northwestern 
National Life. 


We recently received a letter from a 
farmer stating “I am unable to pay the 
premium on my policy on account of 
poor crops. It takes all the money I 
can raise to support my wife and six 
children.” If this husband and father 
finds it hard to support his family, what 
would become of his wife and six chil- 
dren if he should die without life in- 
surance? 


Another policyholder reinstated his 
$2,000 lapsed policy on October 11 and 
died on October 24 of Spanish influenza. 


In these times of war, pestilence, ac- 


cidents and fires, life insurance is es- 
pecially necessary and desirable. Death 
usually comes when least expected. 


One person cannot afford to carry a 
single life insurance risk. It is usually 
the wife who carries the risk if the 
husband is not insured or if he has 
allowed the policy which he took for 
her protection to lapse. 

A life insurance company could not 
afford to carry one risk, or a few risks, 
but by insuring the lives of many thou 
sands of people it has the advantage of 
averages based on past experience. 

If for any reason you have allowed 
your policy in this company to lapse, 
make up your mind to have it rein- 
stated, if possible, and do it now. 
Don’t wait until it is to» late. Write 
to the Secretary for information and 
advice. He will be glad to be of service 
to you. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








At the meeting in Chi- 

The Long “ago last week of the 

Endowment association of agency 

Policy officers, M. Albert Lin- 

ton, vice-president of 

the Provident Life & Trust Co., dis- 

cussed the long term endowment, 
among other things, saying: 

I wonder if it will ever be possible 
for a Provident representative to start 
talking without sooner or later getting 
around to the subject of the “Long En- 
dowment Policy.” It seems to be in- 
evitable and the present is no excep- 
tion. To the average man the appeal 
of a regular life policy, whole term or 
limited payment is primarily that of 
protection for his loved ones. It is the 
most lofty of appeals, one that we re- 
verence and hold sacred. It has been 
responsible for, by far, the larger part 
of that billion dollars of premium in- 
come, and it will be responsible for its 
increase in the future. But when to the 
appeal of protection there is joined the 
appeal to practice thrift for one’s own 
benefit in old age, the combination be- 
comes well nigh irresistible. 

And I submit that the endowment 
policy, maturing at 60 or 65, is the ideal 
policy for directing into life insurance 
channels the spirit of thrift which has 
been developed during the war. During 
the insured’s business career the pol- 
icy protects his dependents, and then 
during his declining years provides an 
income for himself and those of his 
family who may still be dependent upon 
him. Recently there has been a notice- 
able tendency on the part of American 
companies to recognize the value of the 
long endowment principle. Here and 
there, there have been placed on the 
market special policies maturing at 60 
or 65. You will recall that the War 
Risk Insurance Act specifies that the 
term insurance may be converted into 
permanent insurance and that the en- 
dowment at 62 is specifically men- 
tioned, 

To adopt the long endowment prin- 
ciple involves a counteraction of the 
tendency that has been under way since 
the New York investigation. In 1890 
endowment insurance represented about 
twenty-three per cent. of the total 
amount of insurance in force. In the 
year 1905, the maximum percentage of 
twenty-seven was reached. Since then 
there has been a steady decline, so 
that the figure at the beginning of this 
year stood at twenty-one per cent. I 
believe that the companies: would ren- 
der an increased service if the percent- 
age would turn upward again by virtue 
of the increased use of the long endow- 
ment 

A practical consideration in the suc- 
cessful development of the long endow- 
ment policy is the rate of commission. 
Practically all of the companies appear 
to pay the maximum rate of first com- 
mission upon the ordinary life policy 
and a lower rate upon endowments. 
The popularization of the long endow- 
ment will be achieved only when its 
rate of commission is made the same as 
the rate upon the life policy. In the 
Provident, endowments having thirty 
years or more to run, receive the same 
rate of commission as the life policy. 
Sixty-six per cent. of our new business 
in 1917 was on the endowment plan. 
The average endowment period was 
slightly over thirty years and the aver- 
age maturity age sixty-three. 

* * 
In discussing what serv- 

Service To ice a company can ren- 

General der a _ general agent, 
Agents Fred Halstead, general 
superintendent of the 

Dominion Life, Waterloo, Ont., said to 
the Association of Life Agency Officers: 

1 If our agency organization is to 














be erected on enduring principles the 
general agent must be admonished and 
encouraged to obtain as local agents 
only men of high reputation for truth, 
honesty, good habits and unquestioned 
integrity. 

2. They must be men of initiative 
who have been successful in life insur- 
ance work or some other useful occupa- 
tion, for our business has no place for 
the individual on whom the brand of 
failure has been stamped. 


3. Firmly believing that the man who 
san best be helped is he who can best 
help himself, and having observed that 
principle in choosing the general agent 
who shall represent my company, I 
would strongly urge on him the selec- 
tion of that type only to assume the 
duties and responsibilities of a local 
agency. 

4. Life and general agent, the local 
agent must be a man of good dress as 
well as of good address. I know that 
exceptions to this rule might be cited, 
but they are sufficient only to prove 
the rule. “Suggestion” is a potential 
force in salesmanship, and lasting im- 
pressions are often made by the clothes 
aman wears and by the manner of his 
speech. 

5. The general agent having his own 
efforts found sufficient human material 
of the kind above described to work on. 
I would from time to time have either 
some competent officer of the company 
or myself go through his territory with 
him, making comment on and sugges- 
tions concerning the various candidates 
who were proposed as local agents, 
leaving, however (on the principle of 
self help) the selection of each assis- 
tant to be made by the general agent 
the company, of course, having the 
right to promote a worthy local or dis- 
miss an unsatisfactory one at any time. 

6. I would frequently remind the gen- 
eral agent to see to it that his local 
shall constantly help himself to all the 
life insurance knowledge within his 
reach, and that in addition he be af- 
forded all necessary instruction which 
he cannot acquire of his own initiative 

7. I would emphasize the importance 
of the local agent taking a prominent 
part in the life of his own community, 
especially by helping in every good 
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METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New 


It is first in the world in amount of 
insurance in force. ...$3,936,181,898 
It is greater than any other company 
in America in the number of its 
DIONE Was ceeaccees .. .18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 


It stood first in the world in gain 
in insurance in force in 1917 
.. .$453,749,902 
It stood first in the world in gain iy 
income in 1917.... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more ¢} 7 "h 
igents, sold $65,000,000 wort] f W 

Stamps between February first 

ber first, 1918, and expects ¢ sell ai tot 
of at Ve ist $100,000,000 du: g the ve 


JOHN R. HEGEMAN, President 








work for its welfare or that of the 
state or Nation, besides particularly im 
pressing on him the great value of a 
close study of his fellow-citizens, of all 
classes, with a view to anticipating and 
supplying their need for life insurance 

8. I would keep up a steady inter 
course by personal contact and by let 
ter calculated to be instructive and 
stimulating with both the general agent 
and his locals, and would maintain a 
sincere and active interest in all of 
their undertakings; cultivating an in- 
telligent sympathy with them in their 
eares and worries, their ambitions and 
aspirations. 

9. 1 would encourage the reading of 
good literature, especially that relating 
to our particular calling, as well as to 
finance and salesmanship generally, 
and in order to be of maximum useful 
ness in this direction | would strive 
to keep thoroughly abreast of the times 

10. In the education of the local 
agent, too much stress cannot be laid 
on the importance of intensive cultiva 
vation and the large yield which it 
brings for the energy expended One 
of the besetting sins in our field work 
today is the cons\ant dissipation of our 
energies in trying to cover too wide an 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 

Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 








expanse of territory Much evidence of 
the truth of this can be furn ed by 
every thoughtful and observant 
manager 

11. | would uneceasingly direct the 
attention of all agents to the need for 
concentration on steady, persistent, in 
telligent, well-directed work ids the 
abundant regard it bestows on those 
who are willing to labor There have 
been more failures in the insurance field 
for want of good, old-fashioned hone 
toil than from all other causes com 


bined et 


F. O. Maher ecre 
When to Sell tary of the North 
Ordinary western Life t 
Life Insurance in the Canadian 
“Life Underwriter 
News” when to sell ordinary life pol 


cie He says they should £0 

1. To business men whose regulat 
business may be expected to prov de a 
living for themselves and familie 


throughout life The income of such 
men may not ordinarily be expected to 


diminish with advancing age, but rather 
to increase; neverthels uch in i 
may drop very considerably at death 
Such men require “pure protection” 
and the ordinary life is therefore tl 
ideal policy for the purpose 

2. To farmers What is true of the 
business man is largely true 
farmer. Their income during life t 
should be, a steady or increasing " 
and so the ordinary life policy vell 
suited to their needs, furnishing the 
requisite protection to wife and chil 
dren when the inevitable plit-up of 
the estate occurs at death of the head 
of the family 

3. To those whose need of pe il t 


protection is great and incor 

Such are sometimes those who 
be better served by the 

ment policy, if such could 

but it will readily be 

better that a working mar 

wage and wife and famil of 

small children should |} 

tion of two to four t 
ordinary life, even 
miums are 
than merely one o) 
lars of protectio1 


ment plan In I tl 
mncoine mm | ind 
re | CO bir 
po ible protecti upder the cl int 
stance 

4. To men and women who wish to 


endow certain charities and institutions 
upon their death and still do not wish 
to make any drain at that time upon 
their estates 
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THE LATE JOHN M. TAYLOR 


John M. Taylor, president of the 
Connecticut Mutual Life, who died 
after an honorable career covering 
many years of business, was one of 
those strong, able executives who have 
done so much to maintain life insur- 
ance on a high pinnacle. Gifted in 
many ways, learned and highly train- 


ed: and specialized, his sense of honor 
was markedly developed, and his death 


is a loss, not only to the insurance 
world, but to the city of Hartford as 
well. 


BRITISH-AMERICAN LOANS 
Comparisons of the American life in- 


surance companies’ subscriptions to 


the . last Liberty Loan with the 
British company subscriptions to the 
Victory loan, the subject of an _ edi- 
torial in “The Economic World” by 
Arthur Richmond Marsh, who _ ordi- 
narily is one of the most accurate 


of insurance event observers, are call- 
ed misleading by life insurance men in 
charge of company Mr. 
Marsh had called attention to the unusu- 
ally high subscription of the Prudential 
Assurance Company Britain 
which was much higher than the 
scriptions of the Metropolitan Life In- 
The Prudential Insur- 


investments. 


of Great 


sub- 


surance Co. or 


ance Co. of America, both of which to- 
talled $120,000,000. 
The facts are ‘as follows: The 


British Government lifted bodily from 
the of such companies as the 
Prudential Assurance of 
Great Britain a large proportion of its 


assets 


Company 


securities and replaced them with gov- 
ernment This did not give the 
British Government any 
used taken 
Prudential and other large 
and them to this country 
they served as collateral for loans and 
on this collateral the United States 
Government advanced to Great 
Britain. That is a different 
Process from the voluntary subscrip- 
tions to government bonds which the 
gereat life of country 
have so generously made. 

Mr 
ing 


bonds. 
y so it 
from the 
companies 


money 
these securities 


sent where 


money 
very 


companies this 


Marsh's inference that the lead- 


American life companies ‘must 


have sold some of their Liberty Bonds 
since their reports, filed with the State 
Department, show a less amount actu- 
ally owned than subscribed for, is also 


misleading. To take one company, for 
example, the Mutual: That company 
subscribed for $10,000,000 of the first 


loan, but, as that loan was largely over- 
subscribed, no bonds whatever were 
allotted to the company. The Mutual 
then subscribed $15,000,000 of the sec- 
ond loan, of which it was apportioned 
only $8,065,000. To the third loan, the 
Mutual subscribed $15,000,000 and was 
allotted that sum. To the fourth loan it 


subscribed for and was allotted $40,- 
000,000. The company has not sold 
any of these bonds. 


A MORAL FROM NEW ZEALAND 


James F. Little, assistant actuary 
of The Prudential, who thas had con- 
siderable experience in an insurance 
company located in Australia which 


did business in New Zealand, recently 
furnished some interesting facts about 
life insurance there, giving the infor- 
mation to M. Albert Linton, vice-presi- 
dent of the Provident L. & T., who in 
turn communicated them to the 
ciation of Life Agency Officers. 


Asso- 
In New Zealand a Government insur- 
ance department was formed and busi 
ness was solicited by employing agents 
and paying commissions, as in the case 
of the private companies. In competi- 
tion, the Government always 
emphasized the advantages of the Gov- 
the fulfillment 
of 


agents 
guarantee for 
spite 
company 
favorable 


ernment 
of contracts. In 
the Australian 
Zealand the 
life insurance of all those in 


facts 
New 
for 


these 
found 
field 
which it 


most 


operated. Mr. Little further pointed 
out that at the end of 1915 the total 
insurance per head of population in 
New Zealand was $198. Excluding 


insurance, the insurance 


In Australia where 


Government 
per head was $141. 
the insurance is all carried by the pri- 
vate companies the insurance per head 
was $142. From this remarkably signi- 
ficant result Mr. Little draws the 
clusion, that what the New Zealand de- 
partment took from the private com- 
panies, was made up to them by rea- 
of the great advertisement which 
the existence of the Government de- 
partment gave to life insurance as a 
I believe the creation of a Gov- 

for civilians would 
result in this country. 


con- 


son 


whole. 
ernment bureau 


have the same 


LIFE AGENCY OFFICERS 
If the Association of Life Agency Of- 
ficers had done nothing more than to 
“put across” the overseas life insurance 
would have justi- 
existence. This is 


educational plan it 
fied its reason for 
really a masterly achievement, and will 
eventually bring into the life insurance 
production field hundreds of young 
men, who will enter in a spirit of lofty 
idealism and with a realization of the 
magnitude and beneficence of life in- 
surance. Life insurance is the first of 
the various professions of the country 
that can offer a prepared course to the 
overseas educational commission. This 
made through the Association of 
was immediately 
of this as- 


offer 
Life Agency Officers 
accepted. The convention 
sociation in Chicago last week was one 


of the most important of the year. The 
association is growing rapidly, and de- 


serves to grow. 


FIGURES IN FIVE YEAR CYCLES 

Commissioner Cleary of Wisconsin 
has issued some pamphlets giving com- 
parative statistics for five year peri- 
ods, ending December 31, 1917, for life, 
fire and casualty companies for frater- 
nal benefit societies, four booklets in 
all. This is the first time that pamphlets 
in exactly this form have been printed 
by an insurance department, and they 
are supplemental of course, to the regu- 
lar annual reports of the department. 
In a foreword Commissioner Cleary 
explains that in his opinion there is a 
demand for the information in five year 
cycles. 

“The progress of a company 
ciety is usually more clearly indicated 
by the figures covering a period of 
years than by the figures for any par- 
ticular year,” he says, which is a fact 
that will not be disputed. 

The Commissioner adds that any item 
of information contained in the annual 
statements made to the Wisconsin de- 
partment and not shown in the five 
year table pamphlets can be obtained 


or sS0O- 


by addressing the Department. Fur- 
thermore, the Commissioner invites 
criticisms and suggestions. An inter- 


esting note in explaining the purposes 


of the pamphlet is made by the Com- 


missioner: “Any person or corpora- 
tion may obtain a quantity of these 
pamphlets by satisfying the Commis- 
sioner of Insurance that they can be 
used to good advantage.” In other 


words, they are not to be used for com- 
petitive purposes. 


MUTUAL GETS SHIPYARD LINES 

Failure of Bureau companies’ to 
agree on a plan to ‘thandle government 
insurance has resulted in the govern- 
ment ordering the cancellation of all 
compensation and liability insurance on 
shipyard contracts December 1. The 
lines are to be replaced in the Liberty 
Mutual of Boston, which had some gov- 
ernment lines at Camp Devens, on 
which there is said to be a handsome 
profit. 


J. J. Murray, who died last Monday 
at his home in Massachusetts, was 47 
years old. He had been in the Boston 
office of the Employers’ Liability since 
1890, for many years as general super- 


intendent and immediate assistant to 
the United States Manager, Samuel 
Appleton. Mr. Murray was long re- 


garded as a more than usually capable 


liability insurance man and his views 
were often sought on important ques- 
tions confronting the business. He 


possessed a charming personality and 
had from time to time refused offers 
of important positions in the casualty 
business. 


— . - 

William H. Stanley, of the Mutual 
Penefit in France, has_ sailed for 
KNurope 

- om aa 


John J. Guile, who is planning to re- 
tire shortly as United States manager 
of the Sun Insurance Office, of London, 
is one of the oldest managers of Brit- 
ish companies here, in point of years 
and of service. He was born in Liver- 
pool in 1854 and came to the United 
States in 1885 as secretary of the 
United States branch. In May, 1886, 
he was made assistant manager and 
in December of the same year he was 
appointed manager, which position he 
has occupied since that time. Mr. Guile 
expects to retire about January 1. 
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FRANK L. 





Frank L. Jones, who becomes head 
of the educational work in training 
life army men overseas for life in- 
surance, is one of the best-known 
educators in the country, and has 
been a life insurance man for some 
years. A sketch of his career will be 
found in the story on the front page 
of this edition. 

* * *@ 


James A. Ross, general agent at New 
Orleans for the General Accident, has 
had a varied experience in the insur- 
ance business. He was born in New 
Orleans forty-four years ago. His par- 
ents had migrated South from Maine. 
The first James Ross was born in Port- 
land, in 1660. Young Ross was edu- 
cated in the public and private schools 
of New Orleans, with an additional year 
in Providence, R. I., and had expected 
to enter the Institute of Technology, 
Boston, Mass. Business reverses in the 
family at that time, however, made a 
change of plans necessary, and, at age 
eighteen he entered a railroad office as 
stenographer and general clerk. Some 
six years later, by a peculiar chain of 
circumstances, Mr. Ross was initiated 
into the marine insurance’ business, 
with no preliminary training whatever. 
The lack of special training evidently 
did not weigh heavily against the 
young man, and in 1905, as a result of 
his optimism, diligence and affable de- 
meanor, he became Southern manager 
for Charles E. & W. F. Peck (now Will- 
cox, Peck and Hughes). It was at this 
time that his connection with the Gen- 
eral Accident may be said to have be- 
gun, the firm of Charles E. & W. F. 
Peck commencing to handle the busi- 
ness of the General Accident in the fall 
of 1905, and when Mr. Ross resigned 
the managership in 1908, he became the 
reneral Accident’s representative for 
New Orleans and certain other South- 
ern territory, handling all lines except 
industrial, and making a specialty of 
liability insurance. About five years 
ago lhe became manager for Louisiana 
and Mississippi for the industrial de- 
partment. 

ee 


B. N. Carvalho, formerly of the fos- 
sia, who has been attached to the 
Quartermaster’s Department ,in France, 
and more recently with the Reclama- 
tion or Salvage Division, is now i” 
charge of part of the salvage division 
in France, and has been promoted to 
major. 
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FIRE INSURANCE DEPARTMENT 














Some War Lines 
May Be Permanent 





Other Specialties Automatically Be- 
come Obsolete—Have Replaced 
Income Lost By U. S. Operation 





AIRPLANES HAVE BIG FUTURE 





Manufacturers Predict Commercial and 
Pleasure Development of This Line 
Parallel to Automobiles 





Company Officials this week faced the 
loss of a considerable part of their cor- 
porate incomes through the natural 
death of various lines of insurance 
growing out of war conditions. 

There seems to be little regret over 





Chance For Overseas 
Insurance Training 





OPPORTUNITY FOR INSURANCE 





Government Makes Eight Hours’ Voca- 
tional Training Compulsory for 
Army Men in France 





Fire insurance men will be missing 
an opportunity of greatest importance 
if they do not get in touch with the 
Overseas Educational Commission with 
the object of having fire insurance 
included in the curriculum of the 
training of army officers and men over- 
seas. The Government has made it 
compulsory for every man overseas to 
devote eight hours a day to specialized 








INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 





CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLIC YHOLDERS 





















































































the passing of these lines. Rather the Vocational training. Allready the life $4. 180 193 3 6 
companies feel that -the premiums insurance men have arranged for their * « . 
therefrom served the good purpose of Course— which will be one hour in LINES WRITTEN 
ail ‘ P an ‘ ‘lassroom and one hour with books; 
replacing in a large measure the in- ‘ ; 
come lost through the Government’s and have appointed an educational di- FIRE MARINE WAR RISK 
taking over various industrial activi- Tector, and are now searching for eight nad WIND STORM MAIL PACKAGE 
) ena ee - but that 2Si8tamt directors. They expect to RENTS LIGHTNING TOURIST BAGGAGE 
ne ties and the insurance thereon; out that train hundreds of men to be agents. PROFITS EXPLOSION SPRINKLER LEAKAGE 
the greater development of insurance Unless the fire men move quickly it HULLS COMMISSIONS USE AND OCCUPANCY 
ad companies lies in the underwriting of will be too late, as the courses are CARGOES AUTOMOBILES INLAND MARINE 
“% the more staple forms of industry. already in preparation and must be FLOATERS LEASEHOLD INLAND TRANSPORTATION 
v2 They are also inclined to congratulate "€@4y by December. REGISTERED MAIL 
as themselves on the creditable loss rec- This is a subject that should have 
ne ord of explosion, bombardment and war the immediate attention of the Na- , ith 
be risk insurance. And a meeting of the uur nae or of the insurance so- Affiliated wit 
re Explosion Conference is anticipated for ; ‘ >. 
- the near future to consider a reduction Pa ge ae ALTNA LIFE INSURANCE Co. 
in rates and other measures to make APPOINTS EDGAR P. LUCE 
the continuance of insurance more at- IO ere are ZETNA CASUALTY & SURETY Co. 
- tractive. we ng ne mrnngg 4 ha ~~ of 
n vision, ’ — 
as It is generally felt also that the stim- . Pittsburgh — — Ss —' 
iT- ulus given use and occupancy insur- Bs se 
de ance by the war activities will con- The National Union of Pittsburgh THE 
ir- tinue to develop that line, and that has appointed Edgar P. Luce super- 
e. there are possibilities of airplane in- intendent of agencies for its Eastern WILLIAM H KENZEL CO 
rt- surance developing not so rapidly a8 department. He was formerly secre- e e 
u- automobile insurance, but like it in a tary of the Franklin Fire, and before FIRE INSURANCE AGENT 
Is measure, and with similar forms of that was a well-known special agent. 
a coverage. ; : Representing at 79-83 William St., New York 
” The possibilities of airplane insur- SILK PLANT FIRE LOSS FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA. PA 
te ance are enhanced by the statements The Fairchild Silk Company’s loss in EQUITABLE FIRE & MARINE INS CO. OF PROVIDENCE, R L 
- of the Aero Club of America and the paterson, N. J.. has been in court. GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. 
Os various manufacturers who state that The company sued six insurance com- COMMERCE INSURANCE COMPANY OF ALBANY N. Y. 
Be the airplane is due for a great develop- panies. It was alleged that the presi- IMPERIAL ASSURANCE COMPANY OF NEW YORK 
= ment both as a pleasure and commer- dent of the company set fire to the HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH. PA. 
10 cial vehicle. Based on this opinion and plant, and the question was whether ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
of the successful use of the airplane by his action bound other members of the CALEDONIA N-AMERICAN INSURANCE CO. OF NEW YORK 
vd the Post Office Department, many com- company. - 
5, panies have already begun to make in- Representing at 154 Montague St., Brooklyn 
ni quiries with a view of taking up this me LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
ly line. tered the marine field since the war, NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
a Will Continue Marine are planning to continue therein. With GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
of , i the elimination of the capital issues COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
€- Marine insurance has also been a committee it is expected that many of MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
er war time line with many of the fire the smaller companies will enter ma- PENNSYLVANIA FIRE INS. CO. (Suburban) 
Il- companies and practically without ex- rine also as they are able to increase 
is ception the companies which have en- their capital stock to accommodate it. 
n- 
e- 
F. 
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di 
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; NORTH CITY 
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} BRANCH INSURANCE 
t 
2 Sunbury, Pa. Pittsburgh, Pa. 
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B- ‘ Fi I Inc. 1911 Inc, 1870 
nce Compan 
ire nsura 0 p y ee ee $641,341.77 | Assets ........... $357,318.58 
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a OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
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BROKERS ACTIVITIES 








That special agents visiting local of- 
fices should be careful of what they 
write in their agents’ registers is the 
suggestion offered this week by State 
Insurance Commissioner Harvey Wells 
of Oregon. The latter shows where in 
two instances an Oregon court held 
that the written memoranda of special 
agents in local agents’ registers could 
be used to show that the business re- 
corded on the same page had been ap- 
proved by the visiting specials. The 
dangers of promiscuous entries by spe- 
cial agents is pointed out by Mr. Wells 
as follows: 

“It is customary for some 
agents when visiting an agent to write 
on the policy register their name, date, 
etc., with occasionally a few compli 
mentary remarks. 

“Recently a case of over-insurance 
was brought out in a trial and the agent 
of an insurance company testified that 
the special agent, on a certified date, 
inspected and approved the risk and 
introduced as evidence the policy reg 
ister, showing the name of the special 
agent written under the name of the 
assured on the register. The court and 
jury naturally presumed that the spe- 
cial agent had approved the risk. The 
following is what the special agent had 
written: ‘O. K. Many thanks. Good 
business, and more like it would be ap- 
preciated.’ The State, when the trial 
comes up again, will subpoena the spe- 
cial agent as a witness. 

“In another case a special agent put 
his approval on a daily report, but 
never inspected the risk. The daily re- 
port was introduced as evidence and 
thereupon was the written approval of 
the special agent. 

“Therefore, my suggestion is that 
when visiting an agent and you write 
your name on the register that you use 


special 


the word ‘visited,’ inserting the date 
You are the company’s representative 
and whatever you write can be intro- 


duced as evidence. 

“There is no intent, on my part, to 
criticize; I am only offering this sug- 
gestion as I appreciate the embarrass- 
ing position two special agents are now 
in. These remarks are only ‘food for 
thought.’ ”’ 

eo 4 
Chicago Brokers’ Association 

Smith-Lawson-Coambs Company, Chi- 
cago, have issued the following circu- 
lar: 

Hats off! 
to 
The Brokers’ Association 

As the only general agency in Ch1- 
cago that has consistently and persist- 
ently advocated the formation of an or- 
ganization of the independent brokers, 
to fight the special agents, house brok- 
ers and other favored solicitors, we ex- 
tend hearty congratulations 
The Business Belongs to the Brokers! 








THE LEADING FIRE COMPANY 
OF THE WORLD 


Is there, and has there ever been 
any honest rea-<n for the existence of 
a class of specially favored solicitors, 
who receive excess commissions and 
expense allowances? Ask this ques- 
tion of the general agents and branch 
managers, and they say: “The favored 
solicitors devote all their time to the 
solicitation of business for the office 
with which they are associated.” Oh! 
do they really? That excuse has been 
the standing joke on the Street for 
fifteen (15) years. As a matter of fact, 
the favored solicitor who devotes all 
his time to his own office, is as extinct 
as the dodo. He differs, however, from 
the poor dodo, in that the dodo really 
did exist at one time. 


The Business Belongs to the Brokers! 


Perfect and enlarge your organiza- 
Demand the abolition of the un- 


tion. 
fair prerogatives enjoyed by the fa- 
vored solicitors, and if the general 


agents and branch managers refuse to 
pay you the same commission and con- 
sideration given their favored  solici- 
tors, make known the unfair discriml- 
nation practiced by such offices, and we 
predict without any fear. of contradic- 
tion, that every one of the offices that 
has been maintaining these favored 
solicitors, will correct their ways, in 
order that they may receive your busi- 
ness, without which they must close 
their doors. 


The Business Belongs to the Brokers! 


The old-school general agent with the 
40 per cent. commission contract, writ- 
ing much of his business direct, and 
most of the remainder through his fa- 
vored special agents (telling the brok- 
ers to go to, if they don’t like it), is 
doomed to walk the plank, and in a 
few years, will be known in memory 
only. 

Again we say: 
ers’ association! 

With 1,000 members, you can do won- 
ders. 

With 2,000 
everything. 

Fight clean, fight 
means, fight hard! 


Hats off to the brok- 


members, you can do 


fair, but by all 


NEW YORK STATED 


HUMBOLDT.FIRE OF PA, 


’ CAPITAL FIRE OF N. H._ 
PERCY B, DUTTON, Manager, RO 





=f 2 


TEUTONIA Hae : 
GEORGIA HO 











100 William Street 


SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


| 
] 
} 
| 
Phone: John 2312 | 























Authorized Capital $500,000 


Brtroit National Fire | 
SJusuraurce Cn. | 


DETROIT, MICHIGAN | 
A Company to be built gradually and along the indicated | 
lines of permanence | 


AGENCY CONNECTIONS SOLICITED 











207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











Renresented at 
es William Street, 





~ §. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John —— 588 Elizabeth 


208 Broad Street, 
Elizabeth, N. J. 














THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany is in the conservatism of its mat 
ayvement, and the management of TIIl 
HANOVER is an absolute assurance 
the security of its policy. 

R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 











307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











ADEQUATE 
FACILITIES 


ALL LINES 








LOCAL anp GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 





SATISFACTION 
7ERVICE 


ALL LINES 








PENNSYLVANIA 


NEW JERSEY 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 
Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 








EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 








Home Office: 68 William Street 
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Lines Bound Throughout United States, Canada, Cuba und Mexico. 
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STRENGTH 


HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 


Works in Harmony with American 


INTEGRITY SERVICE 





A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 


JAMES H. BREWSTER, Mer. 
Hartford, Conn. 





Agency Principles and Practices 











Peace Increases 
U. & O. Moral Hazard 


ON WAR MANUFACTURING 


Few Plants Without Use and Occu- 
pancy Coverage With Forms Guar- 
anteeing Continuance of Profits 


What will be the use and occupancy 
loss experience on the plants manufac- 
turing war which will be 
forced to discontinue their present op- 
erations as a result of the declaration 


materials 


of peace? 

This question was being asked 
throughout fire underwriting circles 
this week and the general opinion’ is 
that the experience will not be favor- 
able to the companies. In fact, most 
underwriters seem to be expecting a 
literal conflagration of use and occu- 
pancy losses. 


A View of U. & O. 


The vice-president of one of the com- 
panies told The Eastern Underwriter 
on Wednesday: 

“There is no doubt that it was just 
this contingency which induced many 
manufacturers of war materials to 
take use and occupancy insurance and 
incidentally it is a contingency which 
is not provided against in the forms 
issued by the companies. That a great 
moral hazard among manufacturers of 
war materials can be taken for granted 
is clearly shown in the frequent prose- 
cutions by the Government of profiteers 
and concerns which have tried to de- 
fraud the Government by other means. 
They will certainly not be more lenient 
with the, insurance companies.” 

It is known that few of the war in- 
dustries are without use and occupancy 
coverage and there have already been 
some heavy losses of this character. 
The thing which makes the war manu- 
facturing plant an exceptionally heavy 
use and occupancy hazard now is the 
immense amount of new buildings and 
equipment which have been added re- 
cently, but which have been charged 
off against the operating expense of the 
first few months of war work, leaving 
the balance above operating costs clear 
profit 


Hazard Realized 


That the companies are beginning to 
realize an increased use and occupancy 
hazard in war manufacturing plants is 
seen in the amendments to the pres- 
ent policy forms which have been sug- 
gested by the committee on uniform 
rules and clauses of the Eastern Union 
which were sent to the companies this 
week and which are as follows: 

_ The first of these important changes 
is in rule 4, where paragraph “b” is 
Inserted, so-that the rule now veads: 

“4. (a) Policies not to be valued poli- 
cles, but shall be so worded that the 
liability for total suspension shall be 
limited to ‘actual loss sustained at a 
rate not exceeding $... per day’ (this 
being the stated per diem amount for 
each business day.) 

“(b) Policies shall contain a clause 


stipulating that the liability for par- 
tial suspension shall not exceed that 
proportion of the per diem liability 
which would thave been incurred by a 
total suspension, which the decrease in 
production (or business) bears to the 
full daily production (or business) at 
the time of the fire.” 

The second change of importance oc- 
curs in rule 14, by the addition of an- 
other paragraph so that the rule now 
reads: 

“(14) Policies covering replacement 
of stock in manufacturing risks shall 
contain the following clauses: 

“‘It is a condition of this insurance, 

““First, that no liability is assumed 
on account of damage to the finished 
product or for the time required to re- 
produce any finished product which may 
be damaged. 

“Second, that liability for curtail 
ment of production due to damage to, 
or loss of, raw materials shall be limit- 
ed to that period of time for which the 
damaged or destroyed raw materials 
would have furnished operating condi- 
tions for the plant. No liability shall 
exist on this account unless or until 
actual curtailment of production shall 
have occurred through the assured’s 
inability to procure suitable materials 
to take the place of those damaged or 
destroyed.’ ”’ 
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United States. Branch 
92 William Street, New York 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 

















Additional Explosives 
Classifications Made 





GUN COTTON AND BLACK POWDER 
Compensation Bureau Completes Ex- 
haustive Investigation of Explosives 
Manufacturing Hazards 


In addition to the explosives manu 
facturing classifications prepared by 
the National Workmen’s Compensation 
Service Bureau, and the New Jersey 
bureau, as published in The Eastern 
Underwriter, the following have been 
delivered, which completes the list: 


Classification 4798 “Gun Cotton Mfg.” cov 


ers the manufacture of cellulose nitrate con 
taining at least 15 per cent. of moisture, also 
the nitrating of like cellulose substances 
with the same or less degree of sensitive 


ness, such as 
Nitrovene 
l’yrocollodion 
Nitrocellulose 
Classification 4799 
covers mechanical mixtures where the in 
gredients are ground together without any 
chemical action taking place (in a few cases 
where the sensitiveness has been increased 
because of compound, this classification has 
been ignored and the explosive placed where 
the hazard warranted) The following explo 


“Black Powder Mig.” 
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Four thousand men are serving under 
the red, white and blue emblem of the 
NATIONAL UNION. Loyalty is their i 
watchword - service their forte. Xv) 
Protecting the public against devastat- 

ing losses by fire, they help to furnish 
theammunition which weaves the fabric Z 
of the Nation’s credit. 
emissaries of the NATIONAL UNION was 
in advocating a policy which protects 
the homes of men and life time property 


tion is at the Home Office, where your 
correspondence is always welcome. 
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| NATIONAL UNION) re 
Fire Insurance Co y) arts] 
Ye Or Pitrsevec.Pa ° “ay 
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accumulation. It is an army which is 4 
always prepared and wins its plaudits uy 
in times ofpeace. The recruiting sta- v8 
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sives should be considered as falling within 
the scope of this classification 

Potassium Nitrate Mixtures 
Fortis. 

Carboazotine. 
Petrolite. 
Jahnite 
Amidogene. 

Black Powder Safety Explosives 
Argus Powder 
Earthquake Powder 
Elephant-Brand Powder 
Oxalate Bliusting Powder 
Bobbinite 
Sodium Nitrate Mixtures 
Barium Nitrate Mixtures. 

Ammonium Nitrate Mixtures: 
Cologne Rottweil (Pembrite) 
Wetter-Dynamon 
Electronite 
Fractorite 
Progressite 
Romite 
Westfalite 
Anbis 
Bellite 
Favershin 
Faviers—explosive Ammonite or Minor Safety 

Explosive 
Verstarktes 
Grrisounite 
Negro Powder 
Nitroferrite 
Robuite 
securite 
Withnell Powder 
Thunderite 
Titanite 
Donarite 
Ammon-Carbonite 
Ammoenal 
Dahenimite 
Chlorate Mixtures: (Potassium Chlorate 
Mixtures) 
P’yrodialite 
Ammonia Nitrate Powder 
Colliery Steelite 
Barium Chlor.te 
Ammonium Chlorate 
Per Chlorate Mixitures 
Sodium Chlorate Mixtures) 
Sprengel Explosives 
Rackarock F xplosive 
Hellhoffite 
Panclastite 


¢Potassium and 


Oxenite 


Cheddit 

Donarite 

Lighyn 

Sabulite 

Saxonite 

Arkite 

Swalite 

Yonkite (Ammonium per Chlorate smd So 
dium Nitrate, Ammonium Nitrate, T.N.T.) 


NIAGARA'S JERSEY SPECIAL 


James S. King Began With Company 
as a Stenograpner—James 
Westervelt Leaves Field 


James 8S. King, who has been ap 
pointed special agent of the Niagara 
in New Jersey, succeeding James Wes- 
tervelt, has been with that Company 
for fifteen years He began in the 
Home Office as a stenographer, and 
later was appointed assistant examiner 
in the New England Department For 
two years he has ‘been in the New 
York State field 

Mr. Westervelt represented the Ni- 
agara in the field for years, but retires 
to devote his time to his local agency 
at Tenafiy, N. J., and his real-estate 
and taxicab interests 


DAY RESIGNS CHAIRMANSHIP 

Frederick W. Day, of the Royal, has 
resigned a chairman of the com- 
panies’ New York State Committee 


SPRINKLER CONFERENCE MEETS 

A meeting of the Sprinkler Leak- 
age Conference was held on Tusday. 
The monthly routine matters were dis- 
poced of 
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Special Agency 
Changes in Jersey 


ALTON SUCCEEDS ARMSTRONG 





Announcement By National of Hart- 
ford—L. C. Breed Temporarily in 
Charge of Suburban 


The National of Hartford has ap- 
pointed R. C. Alton as special agent in 
charge of New Jersey, succeeding the 
late Frank L. Armstrong. In a letter 
to the New Jersey agents the company 
says: 

“Mr. Alton has been in the service of 
the National for twelve years. Dur- 
ing recent years he has with signal 
ability and success supervised our in- 
terests in Suburban New York, with 
headquarters in New York City. He is 
a young man well versed in the busi- 
ness, intelligent, alert, thoroughly loyal 
and dependable, with a_ personality 
which has won the high regard of our 
Suburban New York agents. In pre- 
senting him. to you we feel that he is 
especially qualified to measure up to 
the high standard of our previous field 
representation in New Jersey and to 
continue the efficient National Service 
which we have endeavored to give and 
wish to maintain. 

“Mr. Alton will at once make his 
headquarters at our New Jersey special 
agency offices on the ground floor of 
the Union Building, 15 Clinton Street, 
Newark. 

“Our junior special agent for New 
Jersey, L. C. Post, has, as most of you 
know, joined the Colors and is now in 
the service of his country. Therefore, 
for the time being Mr. Alton will be 
without an assistant, but we expect 
shortly to supply him with a competent 
running mate. Meanwhile, we have re- 
lieved him entirely of his Suburba. 
New York work and he will be able to 
give his undivided attention to our 
New Jersey interests.” 

Temporarily, the National has placed 
its Eastern New York special agent, L. 
C. Breed of Albany, in charge of the 
Suburban field, left vacant by Mr. AIl- 
ton’s transfer. Mr. Breed is an able 
and highly regarded special, having 
formerly covered the Suburban field 
for the National, and subsequently 
was its special representative in New 
York for brokered business prior to 
being transferred to his present field 
in Eastern New York. When more 
permanent plans for field representa- 
tion in the Suburban territory have 
heen perfected by the National, Mr. 
Breed wil] return to his up-state field. 


THE LATE FRANK ARMSTRONG 
Fire Insurance Man writes of Special 
Who Was A Student of the 
Business 








The Eastern Underwriter has_ re- 
ceived the following estimate of the 
late Frank L. Armstrong, special agent 
of the National Fire: 

“At a very early age in life, when 
not more than seventeen or eighteen 
years of age, Mr. Armstrong was a 
compositor of sheet music’ type. He 
showed very early inclinations as a 


musician, and taught music in the eve- 
ning. He entered the insurance busi- 
ness for a short while in the service 
of the brokerage firm of William Arrott 
& Co. in Philadelphia, his next posi- 
tion being that of an inspector for the 
Philadelphia Suburban Underwriters’ 
Association, where he gave indication 
of being a very bright and ready stu- 
dent of underwriting, much. beyond any 
expectation of one so young. He did 
good and serviceable work in that or- 
ganization until 1913 when he was ap- 
pointed office superintendent of the 
Schedule Rating Office in the State of 
New Jersey, and after receiving vari- 
ous offers of employment in New York 
City due entirely to his cheery way of 
meeting people, his quick perception 
of conditions, ete., he left the 
Schedule Rating Office to serve as spe- 
cial agent in New Jersey for the Na- 
tional Fire Insurance Company of 
Hartford, after the regrettable loss 
of Ross M. Wickham. He had a hard 
one to follow, a man of great ability 
and a consistent and persistent worker 
in the underwriting calling. Mr. 
Armstrong was energetic and never 
tiresome. He even went hunting work 
or various duties for his agents. Those 
who met him in his time of service 
in the Schedule Rating Office cannot 
help but recall his cheerfulness, his 
tireless efforts to bring all into a con- 
dition of harmony with the new meth- 
ods that had to prevail. He was an 
instructor for some of the young men 
in that office, and many today must 
recall his readiness t» help and give 
the best that was within him.” 


WESTERN 


ASSURANCE CoO. 
OF TORONTO, CANADA 





States from 1874 to 1917, 

SSPE CS cccccoccccccccceceses 43.294,154.63 
Fire, Marine, Explosion 
and Tornado Insurance 


UNITED STATES BRANCH 
January 1, 1918 
$4,194,579 34 


Assets 
1,667 691.69 


Surplus in United States...... 
Total Losses Paid in United 


WwW. B. MEIKLE, President 
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National Liberty 
INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 | 


Statement, January 1, 1918 
Cash Capital ........ .$1,000,000.00 | 


Re 8,209,763.64 
ere 5,223,031.71 
Net Surplus .......00-, 1,986,731.93 
Surplus for Policy i 
ee eer ee 2,986,731.93 
HEAD OFFICE 
62 WILLIAM ‘STREET, NEW YORK 



















ASSETS 

DIN canes ennnnonnaanege edo’ $950,505.65 
Stocks and Bonds..... Vendadmeiee 302,499.50 
. & ..  taeeleetaaes 103,540.90 
Cash in Office and Banks.. 162,884.18 
Interest Due and Accrued 16,915.50 
|. Oe. ere 392.50 
Agents’ Balances .. -» 180,375.54 
Collateral Loans -» 32,643.75 

Re-insurance Losses Due from 
Other Companies. .............. 858.52 
$1,750,616.04 


EDWARD HEER, Vice-Pres. & Secy. 





THE SUPERIOR FRE RSURANCE.co 
Conservative -- Sound -- Progressive 
Statement January 1, 1918 








A. H. TRIMBLE, President 


LIABILITIES 
ee re $ 300,000.00 
Unadjusted Losses .............. 93,290.82 
REGGE,” cescoccecescess énbccccéons 1,024,694.02 
Other ‘Liabilities veges paaceheth 28,500.00 
304,131.20 


Net Surplus 4. ).....6dsb.eeees f 


, si 750, 616.04 


F. W. SCHRATZ, Asst. Secy. 








AVTNA (FIRE) 


HARTFORD, CONN., U.S.A. 


gee Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 




















Cash Capital - .- 


Home Office 
MAIDEN LANE 
NEW YORK 


CONTINENTAL 


80 





Managing Branch Offices: 
CHICAGO, MONTREAL 
SAN FRANCISCO 


COMMANDS CONFIDENCE 


FOR 65 YEARS— 


THE CONTINENTAL has built its name to 
stand for all that is best in fire insurance. 


FAIR DEALING has won it a leading place 
among agents and the insuring public. 

CONSTRUCTIVE management has assured its 
growth in the past and assures a continuation of 
progress in the future. 

FINANCIAL 
guards against any conflagration danger. 


[FIRE] 


| THE CONTINENTAL 
INSURANCE COMPANY 


TEN MILLION DOLLARS 
HENRY EVANS, President 


strength 


insures stability and 
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MANAGERS 


Merchant Marine House 
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AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 


THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 





WADE RoBINSON & C0., inc. 








New York City 


South William and Beaver Streets 
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Terms of Automobile 
Commission Rule 


FIRE, CASUALTY AND MARINE 


Most Important Work of Year Now 
in Hands of Conference in 
Chicago 


By far the most important consider- 
ation to come-before the annual meet- 
ing of the National Automobile Under- 
writers’ Conference today, Friday, in 
Chicago, is the proposed Conference 
Commission Rule. It is expected that 
frre companies, especially those now 
operating on a purely agency basis, will 
making concessions 
which would favor marine companies 
as to general and state agencies and 
commissions. 


General Agency Appointments 

The proposed rule, which was pre- 
pared by the State Agency Committee 
and approved, as amended, for submis- 
sion to the National Conference, pro- 
vides that all general agency appoint- 
ments shall be confined.to cities named 
by, and shall be subject to the approval 
of the executive committee of the local 
conference in whose territory the main 
office of the general agent is located, 
subject to appeal to the National Ex- 
ecutive Committee. Only such gen- 
eral agents as are appointed bona fide 
managers of the territory involved, 
shall be approved. Appointments 
made for the purpose of paying excess 
local commissions will be disapproved of. 

In the case of a fire company gen- 
eral agency appointments shall not be 
approved except (where they act as 
general agent for fire business as well 
as automobile, and it shall be deter- 
mined, before approval, if the general 
agent is a bona fide part of the fire 
underwriting system of the company. 


Marine and Casualty Rules 


In the case of a marine company 
no appointment of a general agent 
shall be approved unless he has exclu- 
sive territorial control of not less than 
one State. 

For casualty companies, no general 


‘ agency appointment shall be approved 


except where such appointee represents 
the company as general agent, for cas- 
ualty as well as automobile lines. In 
the case of any companies not coming 
under these three classifications, the 
conditions of agency appointments 
shall be passed upon by the executive 
committee. 

Should the rule be adopted, all exist- 
ing representations above the grade 
of local agent shall within thirty days 
after its date, and all future represen- 
tations shall, before becoming effective, 
be reported to the executive committee 
having jurisdiction, on prepared forms, 
with such pledges as may be laid down 
by such committee. The committee 
shall have power to call for additional 
information, or summon for hearing 


company officers interested. Such ap- 
pointments as are approved by. the 
committee shall be bulletined to all 
members of the Conference. 

Right to Appeal 

If an appointment is disapproved 
the company applying may appeal with- 
in thirty days and the decision of the 
National Executive Committee shall 
be final. The appointment shall not 
be effective pending appeal. Any mem- 
ber shall have the right to protest any 
appointment, within thirty days, the 
National Executive Committee decision 
to be final and the appointment con- 
tinuing effective pending appeal. All 
existing appointments finally disap- 
proved shall be terminated within 
thirty days. 

To aid the committee in making ap- 
provals it is suggested that it obtain 
the following information: Name and 
address of proposed agent; date of ap- 
pointment: previous relation of agent 
to applying company; branches of busi- 
ness transacted by agent for this com- 
pany; other companies represented by 
this agent for automobile business of 
any kind; number, locations and names 
of sub-agents; agent's facilities for de- 
veloping field; company’s facilities for 
operating a local agency business. 

Dealers Not Wanted 

Local conference executive commit- 
tees shall determine the maximum num- 
ber of representatives for any one 
company. No agent who is an auto- 
mobile dealer shall be approved, nor 
shall an employe of a dealer or the 
owner of a garage or his employe, nor 
a dealer in accessories or his employe. 
This shall not operate to prohibit the 
appointment of, or the payment of a 
commission to, a bona fide fire insur- 
ance agency, providing such agency 
has been in existence at least one year. 

As to the compensation payable, the 
proposed rule as submitted to the meet- 
ing in Chicago, without such modifi- 
cation as may be made before the meet- 
ing closes, provides that compensation 
of home and branch offices shall be at 
the discretion of the company. In six 
metropolitan districts—-Boston, New 
York, Philadelphia, Pittsburgh, Chi- 
cago and San Francisco, compensation 
payable to the general agent shall be 
such as the local executive committee 
shall determine, with the approval of 
the National Conference. Elsewhere 
the compensation shall be 30 per cent. 
on net premiums collected, except that 
where compensation of local pgents 
outside of excepted cities, is limited 
by Conference rules to 15 per cent., the 
general agent’s compensation shall not 
exceed 25 per cent. There is a pro- 
viso that the general agent may re- 
ceive 5 per cent. overriding commis- 
sion on excepted city business other 
than that of the city in which he is 
located. 

Local Agents’ Compensation 

Local agents in the six metropoli- 
tan districts named shall be compen- 
sated on the same basis in the same 


manner as general agents there. In 
excepted cities not exceeding 25 per 
cent., except where by local conference 
rule ‘it is limited to 20 per cent.; else- 
where not exceeding 20'per cent., ex- 
cept where by local conference rule 
the commission ‘is 15 per cent. 

In the six metropolitan districts ‘ bro- 
kers’ and solicitors’ commissions shall 
be left to the local- committee, with the 
approval of the National Conference. 
Elsewhere not exceeding 15 pér cent. 
except where the local conference rule 
is 10 per cent: 

Agents Defined 

A general agent is defined as: “All 
representatives, not branch offices, 
however compensated, below the grade 
of a home office, having jurisdiction 
over a territory larger than the town 
in which the general agency is located 
and having supervision over sub- 
agents.” 

A local agent is defined as: “Any 
licensed agent through whom the com- 
panies’ policies are issued but not com- 
ing within the definitions of home 
office, branch office or general agent.” 

A branch office is defined as: “An 
office having exclusive jurisdiction for 
fire and/or marine and/or casualty, as 
well as automobile business, represent- 
ing (for any line of business) no more 
than one company or group of affiliated 
companies, or one home office. These 
appointments shall be approved the 
same as those of general agents. Home 
offices are also defined. 


Metropolitan Committees 


To handle metropolitan districts the 
executive committees of the respective 
local conferences shall appoint a com- 
mittee for each district, charged with 
the duty of recommending to the local 
conference executive committee rules 
to be effective in each district respec- 
tively and to administer such rules 
when adopted. Such district commit- 
tees shall be under the jurisdiction of 
local conference executive committees, 
which shall submit such rules to the 
Interim Committee of the National Ex- 
ecutive Committee. The Interim Com- 
mittee shall appoint a sub-committee 
to which all metropolitan district mat- 
ters shall be referred with such pow- 
ers as the Interim Committee may 
delegate. 





CITY CLUB DINNER 


A dinner meeting of the City Insurance 
Club was held Tuesday evening. A re- 
port was read showing the wonderful 
success of the Liberty Loan campaign 
and plans were broached for the Club 
to participate in the present War Work 
Campaign. The deer steak furnished 
by William Kinsman, of Johnson & 
Higgins, proved a big success. 


E. T. CAIRNS GOES WEST 
E. T. Cairns, general agent of the 
North-British & Mercantile, is  plan- 
ning to spend several months on the 
Pacific Coast in the interests of his 
company. 


WHISKEY PRICE FORECAST 
Spectacular. Rise in Market Which Has 
Reached its Peak and Has Now 
Begun to Wane 





In view of the large whiskey. loss at 
Owensboro, which has not yet been 
adjusted, the position of the whiskey 
market, as viewed in Louisville, is of 
interest although what may happen 
now can have no bearing on that par- 
ticular loss, 


The imminence of complete prohibi- 
tion, coupled with the belies that 
higher taxes may cause a marked de- 
crease in consumption, is expected by 
large operators to keep prices at a low 
level. A few dealers, however, believe 
the approach of prohibition will stimu- 
late the demand and bring high prices. 

The sudden, sweeping downward 
market changes have kept operators in 
a turmoil. A year and a half ago many 
of them would have been bankrupt 
had they been forced to liquidate their 
holdings. Then prices rose and on paper 
some of the holders were millionaires. 

The order stopping production for 
beverage purposes sent prices upward 
until newest whiskies approached $3 a 
gallon in bond. Owners counted gains 
in big figures, and many held on for 
higher prices. The cautious ones un- 
loaded at the peak, however. 

Then came the seeming certainty of 
prohibition for the duration of the war 
and that greatly increased taxes must 
be paid. Prices crashed and brought 
the low levels of today, 95 cents to $1.15 
a gallon. 

There are between thirty and forty 
millions of gallons of whiskey available 
for sale today on which the tax has 
been paid. The present tax on whiskey 
is $3.20 a proof gallon. Dealers say 
they expect the new $8,000,000,000 
revenue bill to provide a tax of at least 
double and probably treble the present 
rate, 

An All-Star Team of 
Fire Underwriters 

The Eastern Underwriter offers the 

following as an all-star underwriting 






team, and will back it against all 
comers: 

MAANEFs ocrvccccrcves E. G. Richards 

Dignity. -Richard M, Bissell 
Tact... .... E. G. Snow 


PURER. cacccevcsveces Henry Evans 
BEUGUOB: conc cdencsbecs Harry B. Smith 
COUurtesy....eseeeees Hugh R. Loudon 
Bluntness........... Harry Wray 

DOTTNE sc ccceceqpeoved E. C. Jameson 
CURIE ccc ccogdesees Charles Lyman Case 
Prominence.........- E. M. Milligan 
Learning......eeee0+ Frank Lock 
Popularity........... Archibald G. McIlwaine, Jr. 
Mental Agility..... Cecil F. Shallcross 
Intujtion....«.. p+++»Benjamin Rush 
Tudgment..ve.ceecaees A. W. Damon 
Philosophy.........- Colonel Cunningham 
( rbanity i ....G. W. Burchell 
Obligingness........N. 5. Bartow 
Experience.......+.- William B. Clark 
VOOR cccccccecsceses O. E. Lane 
Confidence........+- <. G. Smith 
Taciturnity......... F.C. Buswell 

POR sods ccgepopsees |. S. Frelinghuysen 
Curiosity.......+++ Sumner Ballard 


Brains.........-....-Allofthem 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Surplus - . ~ - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 













U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 


1904 - - - . - 1,051,543.00 


Liverpool 


AND 
AND 


4,793,978.55 
3,239,491.00 
1,427,290.60 








Condon 
Globe 
Insurance 


CIMICED 









0. 


Over $155,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 
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BATES PRESIDENT GIVE BIG AMOUNTS TO FUND — 
Among the first subscriptions reported ES W 
Heads Underwriters’ Association of by the fire and marine committee or ” JAM : H. EP ORTH 
the United War Work Campaign were NEW JERSEY FIRE INSURANCE SPECIALIST 


New York State—Other Officers 


Elected in Syracuse 
The annual meeting of the Under- 
writers’ Association of New York State, 
held in Syracuse this week, result- 
ed in the election of Alex J. Bates, 


New York Underwriters’ Agency, presi- 
there 


dent. This was discounted as 

was no opposition to Mr. Bates. W. 
R. Somerville, London & Lancashire, 
was elected first vice-president As 
usual the principal contest hinged on 
the second vice-president, which was 


won by George 8S. Tompkins, Commer- 
cial Union, George Congdon, chairman 
of the executive committee being also 
discussed for the office. F. M. Smalley, 
Glens Falls, is chairman of the execu 
tive committee. 


ROBERT N. IRWIN’S CHANGE 

Robert N. Irwin, of the Niagara’s 
local department in New York, has en- 
tered the former firm of Van Voorhis & 
Gaubert, 138 Montague Street, Brook- 
lyn. The new firm will be Gaubert & 
Irwin, Inc. It will represent the Citi 
zens, Nationale, Palatine, Virginia F. & 


M., Albany, Michigan F. & M., Orient, 
American Alliance. Mr. Irwin went to 
the Niagara in 1894 at the same time 


as Harold Herrick, its former president 
Mr. Irwin has been with the company 
continuously for 24 years and has been 
head of the local department since 
April, 1913. This change becomes 
e"fective December 1 The Brooklyn 
firm was started in 1901 by William H 
Van Voorhis, who is now dead. M 
H. Gaubert entered the firm in 1910. 


LOSS RATIO OF 3.4 PER CENT. 

One of the fire companies reports a 
New York City premium for the lagt six 
months of approximately $20,000) with 
a loss ratio of 3.4 per cent. 


How an automobile 


Automobile caused a $150,000 wa 

Causes Water ter damage loss is 
Damage told by the Aetna: 

A break in the hy 

drant at Main and Vernon streets, 


was struck 
damage in 
store, es 


Springfield, Mass., when it 
by an automobile, caused 
the J. S. Bailey department 


timated by the management at $150,- 
000. The three floors and basement, 
filled with a heavy stock of merchan- 


dise in preparation for a big sale were 
drenched with water. 

Great pressure from the Little River 
system undermined the sidewalk in 
front of the building, the geyser spout 
ing to the top of the Bailey Building. 
A small amount of damage was done 
at the front of the Dickieson depart 
ment store adjoining the Bailey store 

The Bailey stove had been open 10 
minutes, when the water began to rush 
in from the upper floors, the front doors 
were locked and customers were let out 
at the rear door. 

The driver of the automobile respon- 
sible for the accident was trying to 
make a quick turn on Main street be 
tween traffic posts. when the wheels 
skidded and the front of the car struck 
squarely against the hydrant. 

The second floor windows had. all 
been opened and the water was flow- 
ing through them in great volum>. Men 
clerks at the store tried repeatedly to 


close the windows, but the force of 
the water was so great that no one 
was able to do the trick. 


those of Henry Evans, president of the 
Continental, whose personal subscrip- 
tion amounted to $1,000, with $5,000 for 
the Continental, $5,000 for the Fidelity 


Phenix and $1,000 for the American 
Kagle, and Edward L. Ballard, presi- 
dent of the Merchants Fire, who sub 


$2,500 on behalf of his com- 

These subscriptions were placed 
by the sub-committee assigned to fire 
insurance of which J. J. Hoey, vice- 
president of the Continental, is chair- 
man 


seribed 
pany. 


SUES A MUTUAL 

A. J. Kiernan, of Poughkeepsie, has 
sued the Farmers’ Town Mutual, of 
Clinton, N. Y., which carried $3,825 in- 
surance on his eight buildings in Clin- 
ton, which were destroyed by fire. The 
London & lLaneashire and Phoenix 
immediately paid their losses, but the 
mutual welked, after the loss had been 
determined by award. 


TO OPEN BROKERAGE OFFICE 

The New Hampshire Fire is planning 
to open a brokerage office in New York 
for the binding of fire business through- 
out the United States. Announcement 
is expected in the near future of the 
company’s appointment in this connec- 


tion. 

E. F. FLINDEL RECOVERING 

kK. Ff. Mlindel, agent and underwriter, 
who has been seriously ill with pneu- 
monia for several weeks, has passed 
the crisis and is recuperating at his 
home in Summit, N. J. 

WEST GOING TO COAST 
Kk. W. West, vice-president of the 


Glens Falls, was in New York City this 


week previous to making a trip to 
Canada following which he expects to 
visit the Pacific Coast offices of the 


company. 


FRED S. JAMES & CO. CHANGES 

Several important appointments will 
be announced by Fred S. James & Co. 
on Thursday of next week. 


NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


40 CLINTON STREET || SERVICE 80 MAIDEN LANE 
NEWARK NEW YORK 
“hone Market 6536 | FIRST Phone John 4560 














Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS 4. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 











Golden Hill Building, 59 John Street, New York 
INSURANCE CO., LTD. 
OF YORK, ENGLAND 


THE YORKSHIR ons, ENG 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, WAR 
AND EXPLOSION INSURANCE 
U. S. BRANCH 
FRANK & DUBOIS, United States Managers ERNEST B. BOYD, Underwriting Manager 
No. 80 Maiden Lane, New York 

New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS—METROPOLITAN, Willard S. Brown & Co.. New York, 
N. Y.; CAROLINA-VIRGINIA, Harry R. Bush, Greensboro, N. C.; SOUTHEASTERN. 
Dargan & Turner, Atlanta, Ga.; LOUISIANA and MASSISSIPPI, Jas. B. Ross. New 
Orleans, La.; PACIFIC COAST, Jas. C. Johnston, San Francisco, Cal.; McClure Kelly and 
McKee Sherrard, Assistant Managers. 








CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CIT\ 

United States Fire Ins. Co., N. Y. 

tichmond Ins. Co., N. Y. Union Fire Ins. Co., Buffalo, N. Y. 

Potomac Ins. Co., Washington, D. C. Seneca Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 


The North River Ins. Co., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 

















F. H. HAWLEY, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy. 


ss Obio’s Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 











HOME OFFICE 
SCRANTON, PA. 





| JAMES J. BOLAND COMPANY, Inc. 


NEW YORK NATIONAL INS. CO. 
THE COLUMBIAN NATIONAL FIRE INS. CO. MONTANA FIRE INS. CO. 





GENERAL AGENTS 


68 WILLIAM STREET 


— NEW YORK CITY, N. Y. 




















JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


411-13 Walnut Street, PHILADELPHIA, PA. 


We can offer to Agents and Brokers special facilities on surplus lines 
throughout the United States and Canada. 


Head Offices: 
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MARINE DEPARTMENT 














Railroad Director’s Recent Ruling 
Severely Handicaps Merchants 
Engaged in Coastwise Trade 


The Director General of Railroads, 
having control of all the rail lines in 
the United States has also been given 
control of all coastwise steamship lines 
operating along the Atlantic and Gulf 
coasts of the United States, which 
formerly ran in connection with rail- 
roads, and according to recent circu- 
jars published, a bill of lading insur- 
ance will be issued, insuring both 
marine and war risks, and the shipper 


will be compelled to pay for this 
additional coverage in the freight 
charges. 


It was originally reported that the 
Government would assume both merine 
and war risk, but it seems that the 
marine risk will not be assumed by the 
Government, large New York 
marine brokerage firm has been in the 
market during the past week offering 
insurance on merchandise against 
marine risk in the name of the Di- 
rector General of Railroads, operating 
the Southern Pacific Steamship Co., 
Mallory Steamship Co., Clyde Steam- 
ship Co., Steamship ‘Co., of 
Savannah, Merchants & Miners’ Trans- 
portation Co., Southern Steamship Com- 
pany. The rates offered are extremely 
low, and a very large number of the 
marine underwriting 
have declined to 


as a 


Ocean 


most prominent 
offices in this city 
participate in this contract. 

In our recent articles, we have called 
attention to the increased number of 
losses that marine underwriters would 
be called upon to pay, on account of 
war conditions, and these remarks have 
heen justified by the number of losses 
which have occurred since they were 
published After war conditions dis- 
appear, which we trust will be in the 
near future, a large number of casual- 
ties will occur which have not occurred 
heretofore, due to lack of experience of 
navigating officers, as on account of 
our increased mercantile marine, some 
of our best coastwise navigators have 
been given berths on more important 
vessels going overseas, and the young- 
er and less experienced navigators 
have been placed in charge of coast- 
wise navigation, and until they are 
properly seasoned, a great many losses 
will be incurred by underwriters writ- 
ing this class of business. This view 
to be shared by a majority of 
the trained and offices, 
vho have had years of experience in 


seems 


experienced 


this class of business. 


There is another phase of this bill 
of lading insurance which works a 
creat deal of hardship to merchants 
and manufacturers of the United 
States, who are compelled to accept 
bill of lading insurance. Bill of lading 
insurance is not the most satisfactory 
form of coverage for a shipper or con- 
signee to accept, as heretofore each 
individual shipper or consignee had his 
own open policy placed with a reliable 


and reputable company. The form of 
insurance was drawn to cover each 
specific shipper’s or consignee’s re- 
quirements for the particular trade 
that he was engaged in. It covered 
f'om warehouse to warehouse, and in- 
sured him from the time the goods 
were shipped from the factory, mill 
cr warehouse at point of shipment un- 
til the merchandise was delivered to 
tc consignee at point of destination, 
and if the goods shipped required the 
risk of theft and pilferage that feature 
was taken care of. 


Under the bill of lading form of in- 
surance, the liability only attaches from 
the time the steamship company’s re- 
ceipt is given and ceases after the 
legal time expires for the consignee 
to remove his goods from the dock at 
port of destination. If, through some 
oversight, he does not receive his no- 
tice or there is a shortage of truckmen 
and the goods remain on dock over the 
legal limit prescribed in the bill of lad- 
ing, he will be uninsured. 

It might be said that if the goods 
are shipped by rail and water, the lia- 
bility is assumed from the moment the 
railroad bill of lading is signed, and 
that he could recover his claim from 
the railroad company. This is not a 
fact. There are numerous decisions on 
our statute books where the liability of 
railroad companies is limited; acts of 
God and casualties beyond their control 
are not recoverable. 

Take in the case of the Johnstown, 
Pa., flood, the Pennsylvania Railroad 
was relieved of millions of dollars of 
liability by the decision of the Courts, 
for merchandise destroyed in their cars 
which were on the tracks in territory 
through which the flood passed, and 
the Courts decided that this was an 
act of God which was beyond their 
control, and there was no liability. 

The Milwaukee dock fire was a case 
where merchandise on dock was de- 
stroyed by a fire originating outside of 
the premises of the railroad company, 
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which spread to the dock and destroyed 
the merchandise, and the railroad com- 
pany was exempted from the liability 
for this loss on the ground of the fact 
that it was a fire which did not origi 
nate on their premises, and was _ be- 
youd cheir control, they having taken 
every precaution to prevent its spread- 
ing, and had proper fire apparatus on 
their dock. 

Only in recent years, during the last 
hurricane, the Southern Pacific Com 
pany’s docks at Galveston were flood 
ed. They carried a policy of marine in 
surance in United 
States, which protected them against 
loss of this kind, and they were desir 
ous, in fact were ready, to pay to ship 
pers of merchandise under insured bill 
of lading, loss occasioned by the hurri 
cane at Galveston, for which they were 


companies in the 


protected under policies of insurance, 
and the Interstate Commerce Commis 
sion prohibited them from paying such 
losses, even though they had issued an 
insured bill of lading, on the ground 
that the loss was occasioned by an act 
of God, over which they had no control, 
and for which there was no legal re- 
sponsibility on their part 

The cases cited prove conclusively 
that in order for a shipper or a con 
signee to be fully protected or to be 
put in the same position as if he had 
his own policy of insurance, it will be 
necessary for him to take out another 
policy of insurance to cover the losses 
mentioned, which he cannot collect un- 
der the insured bill of lading which has 
been issued to him by the Director Gen 
eral of Railroads. Therefore, the mer 
chants of the United States, in order 
to protect their own interests, should 

















} eaten Soe 
INCORPORATED 
New York 


56 Beaver Street 


MANAGERS MARINE DEPARTMENT 


American Insurance Co., of Newark, N. J. 
Firemen’s Insurance Co., of Newark, N. J. 
Glens Falls Insurance Co., ef Glens Falls, N. Y. 
Hanover Fire Insurance Co., of New York, N. Y. 


MARINE AGENTS 
Globe & Rutgers Fire Insurance Co., of New York, N. Y. 


MARINE AND WAR RISK INSURANCE 


| 
Losses made payable in all parts of the World | 








CABLE ADDRESS: MACOMB, N. Y. 





TELEPHONE BROAD 631 





protest to the 
against 


proper authorities 
compelled to take im- 


security to protect 


being 
proper themselves 
for losses which they might sustain. 

There is another serious question 
for the merchants of the United States 
to consider, which is: are they ob- 
taining this insured bill of lading at 
the same rate of premium which the 
Director, General of Railroads is pay- 
ing to the marine insurance companies 
who have accepted it from him? Here 
iofore, when the lines mentioned were 
operated by independent corporations 
they did not compel shippers to accept 
an insured bill of lading, but some 
shippers who did not have a policy of 
marine insurance, or whose business 
was not large enough to warrant their 
carrying such insurance, applied to the 
Line for an insured bill of lading. The 
Line in question charged them a rate 
in excess of what they paid, and at the 
end of the year had a handsome profit 
out of their insurance account They 
claimed they justly entitled to 
niake this profit as they were in the 


were 


Same position as a man buying mer- 
chandise wholesale and selling them re 
tail. They 


wholesale and 


bought their insurance 
parceled it out retail 
The question is, Has the Government 
the same right’ 

OBSERVER 


WRITINGS 


JAPANESE MARINE 


Fire Companies Rapidly Becoming 
Accustomed to Writing This Line 
—Growth of Business 


According to the Japan Year Book, 
the starting by the Japanese fire com 
panies of various insurance businesses, 
chiefly marine, is a new feature. The 
combination of fire with marine Is 
now the rule. In 1916 the Nippon 
Fire started its marine department, 
and other companies are following 
suit. The Nippon also opened a burg- 
lary branch, the first in Japan The 
same company has done accident busi- 
ness for some time 

Results of domestic marine business 
expressed in 1,000 yen: 


Pre Claims Poli 
Year miums paid cies Amount 
1912 6.622 3,552 22 75.039 
1913 , 8,262 4,202 24 92,322 
1914 10,0067 5 967 26 97 R35 
1915 11,572 §.221 x” 189,549 
1916 16.57 7.085 47 299,544 
FOREIGN MARINE BUSINESS 
1913 697 406 4,458 13,019 
1914 . 1,139 399 8,764 26.273 
1915 . 41,576 679 8,136 25,972 


PHILADELPHIA RATES 
Philadelphia daily newspapers carry 
a story to the effect that because of 
poor fire fighting equipment insurance 
rates in Philadelphia may be raised. 
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Arguments for 
Commission Rule 


FOR AUTOMOBILE 


Thorough Housecleaning By Special 
Committee—Not Seeking to Impose 
Method of Operation 


CONFERENCE 


Necessity for a Conference Commis- 
sion Rule is being considered by the 
National Automobile Underwriters’ 
Conference in Chicago this week. A 
large delegation of Conference and non- 
Conference company men are on hand. 
The West approves the rule while the 


South is against it. The East is ap- 
parently divided and there will be 
plenty of argument. It is pointed 
out that the privilege of appointing 
State or general agencies, original- 
ly granted to take care of mem- 
bers such as the marine companies 


which had no local agency plant, has 
through competition for business 
spread among fire companies also. 

The essence of the State Agency 
Commnittee’s purpose is a_ thorough 
housecleaning, for which purpose a 
special committee is recommended, to 
he few in number and to be appointed 
by each local conference and by the 
National Conference. 

Restrictions Appear Drastic 

In submitting the proposed rule it is 
declared as the committee’s intention 
not to impose a method of operation 
upon a company but to require that 
each company shall, for the automobile 
as well as the fire business, abide by 
that method which it thas already 
chosen for itself. The rule places cer- 
tain restrictions upon a company’s 
method of doing: business which on 
their face seems drastic. 

The more obvious method of regu- 
lating State agencies, by imposing a 
local commission rate upon local busi- 
ness and permitting an over-riding 
commission on field business, was re- 
jected from the proposed rule, because 
of what is regarded as the fluid nature 
of automobile lines, especially in and 
near large cities; also because of the 
extraordinary competitive conditions 
prevailing in business requiring no di- 
vision among companies, and in the 
conviction of the marine companies 
that many of their present old connec- 
tions would be impossible to them upon 
this Lasis. 

Cost Always Rising 

It is claimed that wherever state 
agencies have appeared, one or other 
of two results has followed. In states 
with no field, such as Maryland or 
Rhode Island, where the ease of ap- 
pointing a state agent is proportional 
to the “hypocrisy” of his title, all com- 
panies have met competition by the 
creation of high commissioned appoint- 
ments, and so raised the cost of busi- 
ness to everybody, to nobody's advan- 
tage. In states with an important field 
it is held in favor of the rule as pro- 
posed, that the companies unable to 
grant such appointments have seen 
their agencies raided in the best cities 
and that no territory under the juris- 
diction of the Conference has escaped. 
The Western Conference members have 
declared that they must have a remedy 
for this situation and in the East crises 
were faced in certain cities, such as 
Philadelphia, Baltimore and Providence. 
Similar complaints also came from the 
Pacific Coast. While certain fire com- 
panies threatened to withdraw if state 
agents were longer permitted, marine 
companies protested that they could 
operate only through state agents. 

Where Danger Lies 

It is said in advocacy of the pro- 
posed rule that unrestricted privilege 
of state agencies will create danger- 
ous competition and extravagant ex- 
penditure fatal to sound rate making 
and finally endanger ‘the business of 
stock companies. To flatly prohibit 
state agencies to marine companies 


cause the end of co-operation 
Therefore a less drastic 
The peril of state 
agencies among marine companies is 
less than it is multiplied among the 
much larger number of fire companies. 
Another argument is that the conse- 
quences of state or general agency ap- 
pointments among fire companies are 
disastrous directly in proportion as 
such appointments depart from the 
agency plan and system of operation 
of the fire business, since such depart- 
ure necessarily means the invasion of 
somebody else’s system. In the few 
casés where a fire company operates 
a certain territory for fire business 
through a general agency and has no 
other method of operation therein, it 
is set forth that an equal appointment 
for automobile business cannot be de- 
nied and need not be productive of 
evil. 


would 
by them. 
course is sought. 


NORWEGIAN ATLAS ADMITTED 


Northern Underwriting Agency U. S. 
Manager—Wemple & Co. Mana- 
gers of Fire Department 


New 
Nor- 


The 
York 
wegian 
tiania, 
business. 
appointed 


Insurance Department of 
this week licensed the 
Atlas Insurance Co. of Chris- 
Norway, for fire and marine 
The Norwegian Atlas has 
the Northern Underwriting 
Agency, Inc., its United States man- 
ager and the Empire Trust Co., its 
United States trustee. Wemple & Co., 
Inc., have been appointed managers of 
the fire department of the company. 
It has deposited $1,000,600 with the 
New York State Department and its 
United States truscee. 
The Norwegian Atlas has already 
started to underwrite marine business 
through the Northern Underwriting 
Agency, Inc., who are also marine 
managers for the Jefferson, Liberty 
Marine and North Atlantic. The fire 
underwriting of the company will be 
limited to re-insurance business only. 


Opposes Automobile 
Conference Rule 


BAD FOR METROPOLITAN LINES 


Asks Fifteen Per Cent. for Brokers— 
Local Committees Claimed Biased 
— Disloyalty Charged 


This is how some automobile writing 
companies with headquarters in New 
York view the proposed Conference 
Commission Rule. They say they do 
not understand the necessity for such 
a drastic change and that the proposi- 
tion plainly contemplates an increased 
commission in country-wide territory. 
Conference member companies are 
asked to place themselves in the hands 
of local committees and be governed 
by their actions in so far as the metro- 
politan districts are concerned. 

Says Power is Autocratic 

This does not appeal to some of the 
companies which suggest that the in- 
terests of all concerned would be bet- 
ter conserved if the responsibility for 
all rules governing commissions were 
confined to a committee composed of 
members of the National Conference. 
Their interests are country-wide while 
a local committee’s is local. There, it 
is held, their rulings would be equit- 
able and free from criticism, which 
would not be the case if a local com- 
mittee were endowed with the auto- 
cratic power proposed. 

“Scraps of Paper” 

A company which does not make a 
practice of appointing general agents, 
but has been obliged to go outside its 
fire agency plant to obtain automobile 
business, objects to the proposed meth- 
od for general agency appointments by 
a fire company. ' 

It is held that companies like this, 
which recently entered the automobile 
field, are obliged to fight hard for the 
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little business they can secure, partic- 
ularly when they live up to the rules 
and regulations of the Conference. The 
proposed rules and regulations are dras- 
tic enough but when coupled with the 
fact that there are a number of mem- 
ber companies “who regard their agree- 
ments as mere scraps of paper” these 
companies claim that they have enough 
to contend with and they resent being 
asked to place themselves in the hands 
of others whom they regard as disloyal. 


Fear Outside Companies 


Under the proposed rule, they say, 
there is nothing to hinder an outside 
company from entering New York, ap- 
pointing a general agent for fire and 
automobile at a higher rate of commis- 
sion than home companies which do not 


operate through general agents, and 
grab off the bulk of the automobile 
business. The result would be that 


present agency connections would be 
broken, outside companies secure the 
cream and home companies be left in 
the lurch. 
Older Companies Favored 

One company official says that his 
agents in New York City do not repre- 
sent his fire department. Under the 
present rules he is not allowed to pay 
them more than 25 per cent. for their 
business. They in turn are obliged to 
pay twenty per cent. to the _ broker. 
Agents cannot handle this class of busi- 
ness on a five per cent. margin and 
show a profit. It is plainly evident, 
says this manager, that the present 
commission rule was promulgated in 
the interests of several of the older 
automobile writing companies which do 
not operate in the Metropolitan District 
under the agency plan, but secure their 
business from brokers direct. In this 
manager’s opinion all metropolitan dis- 
tricts should be placed upon a commis- 
sion basis of 25 per cent. to agents and 
15 per cent. to brokers, thereby reduc- 
ing the acquisition cost which he con- 
siders of vital interest to all Confer- 
ence companies. 





FEDERATION MEETING PLANS 


Joint Session With Casualty Agents 
To Be in New York December 
2 and 3 


The annual conventions of the Na- 
tional Council of Insurance Federa- 
tions, the National Association of Cas- 
ualty and Surety Agents and the annual 
meeting of the Insurance Federation of 
the State of New York will be held at 
the Hotel Astor, New York City, on 
December 2 and 3. 

The National Council will meet on 
the morning of December 2 and the 
Casualty Agents’ Association will hold 
its general meeting in the afternoon. 
The New York Federation will meet on 
the morning of December 3 with a gen- 


eral meeting of the National Council 
in the afternoon. 
The active officers of the National 


Council of Insurance Federations are 
James W. Henry, Pittsburgh, president; 
W. G. Wilson, Cleveland, chairman of 
the executive committee; Mark T. Mc- 
Kee, Detroit, secretary; and G. E. 
Turner, Indianapolis, counsel. 

The officers of the National Associa- 
tion of Casualty and Surety Agents are 
Charles H. Burras, Chicago, president; 
George D. Webb, Chicago, chairman of 
the executive committee; and Donald 
M. Wood, Chicago, secretary-treasurer. 

The officers of the Insurance Federa- 
tion of the State of New York are Ed- 
gar M. Griffiths, Albany, president; A. 
C. Hegeman, New York City, chairman 
of the executive committee; and Stan- 
ley L. Otis, New York City, executive 
secretary. 





HENRY MADEIRA DEAD 
Henry Madeira, member of Louis C. 
Madeira & Sons, an old insurance firm 
in Philadelphia, is dead. 
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CASUALTY AND SURETY NEWS 


Jewelry Tax Affects 
Burglary Rates 


VIEWS OF TRAVELERS OFFICIAL 


Premium and Loss Conditions Covered 


—1917 Results Worse Than Those 
of Present Year 


F. S. Garrison, assistant secretary of 
the Travelers Indemnity, has prepared 
for his company a statement of advanc- 
ing burglary losses and the effect upon 
the loss ratio of war-time valuations. 
Mr. Garrison says: 

in 1917 the total burglary premiums 
written in the United States and Canada 
amounted to $6,470,927, of which $159,- 
858 was Canadian business. 

In 1916 the premiums amounted to 
$5,406,954, of which $118,672 was Can- 
adian business. Therefore, the increase 
during 1917 was $1,063,973, of which 
$41,186 was Canadian business. In 
other words, the total increase was 
approximately 20 per cent. This was 
the largest increase ever made in one 
year and was due principally to the 
large amount of messenger and pay- 
master-robbery policies written to cover 
payrolls which were unusually large 
because of war activities. 


The burglary business of all compa- 
nies for the year 1917 was divided in- 
to classifications approximately as fol- 
lows: 





Per Cent. 


Re eee 58 
Messenger paymaster, and 
office robbery ........... 15 
EE re rea 11 
Mercantile open stock...... 9 
Mercantile safe ............ 7 


There were larger policies than usual 
in the bank business, owing to increased 
amounts of insurance covering Liberty 
Bonds; and there was also some in- 
crease in the mercantile-safe business, 
owing to covering of Liberty Bonds and 
Thrift Stamps, as well as increased 
payrolls which were kept in safes dur 
ing the nights preceding paydays. 

Warehouse Business 

4 considerable volume of business 
in the mercantile-open-stock line was 
written on leather and other goods 
held in warehouses, awaiting shipment 
abroad, and it is estimated that the 
premiums on this class alone were in- 
creased from forty to fifty thousand 
dollars during the year. 

As nearly as can be estimated, how- 
ever, there was only a normal increase 
in the residence business. There 
should have been a greater increase in 
this line, because of the increased value 
of jewelry and practically all house- 
hold effects, but the insuring public is 
evidently slow to recognize the neces- 
sity for additional insurance and does 
not wake up until losses have been 
sustained which exceed the _ policy 
limits. 

As nearly as can be estimated, the 
business of all companies for the first 
eight months of 1918 will show an in- 
crease of from fifteen to twenty per 
cent. 

The loss ratio for the year 1917 was 
rather high’, the total for all companies 
having increased about 6 per cent. over 
1916. Losses increased on bank burg- 
lary risks, as well as mercantile and 
residence risks. 

The mercantile-open-stock loss ratio 
was exceedingly high owing to the ex- 
ceptionally bad experience on silks and 
similar goods. 

Residence Losses Up 

Residence losses also increased more 


(Continued on page 23) 





Life Companies and 
Disability Clauses 
MOVEMENT SURE TO 


President Hamilton, of Federal Life, 
Says Tendency of Times is 
Multiple Cover 


Isaac Miller Hamilton, president of 
the Federal Life, in discussing disability 
and accident insurance as an asset to 
the life insurance agent said to the 
Association of life agency officers of 
Chicago last week that life insurance 
companies must inevitably sell policies 
with total disability and double indem- 
nity premiums. He said in part: 

“You all are familiar with the fact 
that the tendency of the times is for 
life insurance companies to write acci- 
dent insurance in connection with life 
insurance. We have several recent ex- 
amples of old, large, conservative, well 
managed, successful life insurance 
companies embarking in the allied 
multiple line field. And more are yet 
to follow. Why is this? Is it because 
the managements of these companies 
are dissatisfied with their past achieve- 
ments? I think manifestly not. I 
believe it is because they have become 
convinced that the writing of allied 
multiple lines affords an enlarged op- 
portunity for extending a much need- 
ed service to policyholders and their 
beneficiaries. I believe they have 
found that there is a genuine and well 
defined demand from policyholders for 
the allied multiple line service. I be- 
lieve the wide-a-wake agent is fully 
alive to the desirability and necessity 
of his company extending this allied 
multiple line service if it is to make the 
most of its opportunities and meas- 
ure up fully to its duties and respon- 
sibilities. The necessity of charging 
an adequate premium and maintaining 
sufficient extra reserve for all accident 
coverage is manifest. 

Agent Wants To Sell Complete 
Coverage 

“Based upon my observation, study 
und experience, I have no hesitation in 
saying that in my judgment ‘Disability 
»nd Accident Insurance’ as herein de- 
fined is an ‘asset’ of exceeding value 
to the alert, studious, capable, reliable 
life insurance agent. Disability and 
Double Indemnity provisions, properly 
drawn, are very valuable and safe ad- 
juncts to a life insurance policy. I ven- 
ture to predict that the time is approach- 
ing and very rapidly, too, when the able, 
well informed, conscientious life in 
surance agent will be reluctant to sell 
his prospect a life insurance policy 
without at the same time protecting 
him with ‘Total Disability and Double 
Indemnity’ provisions as well; may- 
hap also with weekly indemnities 
for loss of time and earnings caused 
by accident and /or illness. 

“It is a very serious and distressing 
experience for a conscientious life in- 
svrance man, be he agent or company 
official, to witness the lapse of a policy 

(Continued on page 22) 
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Automobile Hazard 
Classifications Up 


MEETINGS NOW ON IN CHICAGO 





Work of Standardization in Preliminary 
Stage—Some Results Indicating 
Scope of This Work 


Much time has been given this week 
to the second meeting of the Automo- 
bile Council of Underwriters’ Labora- 
tories, for the discussion of an auto- 
mobile hazard classification schedule 
including fire, accident and theft haz- 
ards, with a view to standardization 
in manufacture and equipment of auto- 
mobiles. These discussions occupied 
the first part of the week and preceded 
the meeting of the executive commit- 
tee of the National Automobile Under- 
writers’ Conference, Thursday, in Chi- 
cago, and the annual meeting of that 
body today, Friday. 

Chassis Classified 

The classifications as prepared by 
the casualty department engineer of 
Underwriters’ Laboratories will be dis- 
cussed in detail and the Conference 
Committee which had this matter in 
charge will make a report. 

Growing out of the discussion of this 
subject at a meeting held in Chicago 
last August, a schedule has been pre- 
pared covering the classification of 
automobile chassis according to com- 
parative fire, accident and theft haz- 
ards. To form a basis for discussion 
and to avoid complication the schedule 
has been confined to the chassis. This 
was done with a view to determining 
its feasibility and fairness. It is pos- 
sible to extend this schedule of credits 
and charges to bodies also. 

In consideration of fire, theft and 
accident hazards the nominal basis has 
been taken as 100, additions and sub- 
tractions being made in percentages. 
The result under each class is the per- 
centage by which the basis figure should 
be multiplied to obtain the actual meas- 
ure of hazard or safeguard. 

General Plan Followed 

The general plan has been to make 
no additions or reductions for gener- 
ally accepted practice but to make a 
charge for features which are not up 


Something New 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


PHILADELPHIA 





to the present state of the art, and 
provide credits for construction now 
used or contemplated which is in ad- 
vance of current standards or practice. 
Where devices are termed “standard” 
it is implied that they shall have been 
listed as standard by Underwriters’ 
Laboratories. Many of the credits of- 
fered would not apply at this time but 
would be an inducement to manufac- 
turers to bring their devices forward 
for examination and testing. 
Results of Some Tests 
In order to check the classification 
it was applied to a number of auto- 
mobiles. The results which follow in 
percentages are approximations and 
do not include detailed consideration 
of electrical features. 
Fire Accident Theft 


eer 134.0 108.0 125.0 
Overland ..... 161.5 112.75 100.0 
eee 102.5 102.5 99.5 
Chandler ..... 100.5 98.0 99.5 
Packard ..... 72.5 91.5 96.0 


In the fire and accident classifica- 
tion the charges and credits run all 
the way from % of 1 per cent. to 10 
per cent. In the theft hazard classifi- 
cation 25 per cent. is credited for the 
use of a standard, labled theft retard- 
ant. Other considerations include tire 
locks and identification features. 

The fire hazard is subdivided under 
numerous headings. The first is the 
fuel hazard, consideration being given 
to whether the fuel is gasolene or kero- 
sene. Tank capacity, location, con- 
struction and mounting are all classi- 
fied; also the type of feed, whether 
gravity, pressure or suction. Then 
come feed line and accessory fittings, 
electrical hazards, heat and flame ha 
zards and “other fire hazards.” 

Under the department of accident 
hazard, there is first the subdivision 
of “Prevention,” which includes the 
braking system, steering system, visi- 
bility, lighting and warning, power sys 
tem and road clearance. 

“Minimization” includes lights, bump- 
ers, guards and steps. Then there is 
a general classification of accident ha- 
zards also. 

LUNCHEON TO START DRIVE 

Robert Van Iderstine gave a lunch- 
eon last Tuesday at the Downtown 
Club to a number of insurance execu- 
tives, to meet A. Duncan Reid, of the 
Globe Indemnity, and to discuss infor 
mally the United War Work Campaign, 
B. A. Ruffin addressed the gathering 
Colonel Johnson of the Canadian Army 
made one of the; most interesting talks 
that insurance men have heard in some 
time. 


FRANK DU VALLE KILLED 
Frank A. Du Valle. superintendent of 
the payrol] audit department of the 
Metropolitan office of the General Ac- 
cident, is reported to have been killed 
in action. Mr. Du Valle went to France 
with one of the earlv contingents.* He 
has been in the local department of the 
General for about five years and had 

many friends in casualty circles 
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Coroner Says “Carry Liability” 

What Coroner Hoffman of Cook 
County, Illinois, says of running a car 
without liability insurance furnishes 
good canvassing material. Here it is: 

Having held over 81,000 coroner’s 
cases during my tenure of office, I be- 
lieve that I see more of the dark side 
of life than any other official in the 
United States. It is my unbiased opin- 
ion that no person should run a car 
without carrying liability insurance. Not 
only for his own protection, but for 
the protection of those who had been 
dependent upon him, widows, orphans, 
ete. The American people are a thought- 
less, careless people, often placing their 
lives in unnecessary danger. People 
drop into my office daily, seeking ad- 
vice in automobile cases resulting in 
death, as to how to proceed in Civil 
Court action. In many cases they say 
to me: “Here is a widow with numer- 
ous children Their breadwinner has 
been taken away. They are entitled 
to damages.” 

I know of cases where a man’s life 
savings were taken away from him for 
having run over some one. The owner 
of the car honestly believed it was not 
his fault. He believed the man he 
killed ran into his car. The court and 
jury, however, found to the contrary. 
The owner of the car honestly believed 
it was not his fault. The court and 
jury, however, found to the contrary. 
No person should run a car without 
liability insurance. 

+ + + 

Appreciation of Virgil M. Kime 

The following resolution has been 
adopted on the death of Virgil M. Kime 
Whereas: The Central Statistical Com- 
mittee of the National Workmen's Com 
pensation Service Bureau, has suffered 
a great loss in the death of Virgil Mor- 
rison Kime, and whereas the intimate 
relations held by him with the members 
of the Committee make it fitting that 
we record our appreciation of him, 
therefore, be it resolved: That the 
wisdom and ability that he has exer- 
cised in co-operation with the members 
of the Committee accompanied by the 
rnselfishness of his services, will be 
held in grateful remembrance. 

* + * 
Good Business Records 

Some good business is being landed 
by the Maryland Casualty’s Eastern of- 
fice. In September FE. B. McConnell & 
Co., New York renewed a contract bond 
with $833 premium and a fidelity bond, 
premium $1,033. In Philadelphia, L. J. 
Farley landed a judicial bond, premium 
$885. J. W. Donahue wrote a plate 
glass policy for $698 premium; a water 
damage premium of $500, also a steam 
boiler policy for $2,679. E. F. Hord 
of New York renewed a compensation 
risk, $6,500 premium. In sprinkler 
leakage T. M. Donaldson, of New York, 
wrote a $2,316 premium and renewed 
one for $973. J. W. Donahue of Phil- 
adelphia also renewed a burglary pre- 
inium of $1,374. 

* * i 
First in Philadelphia 

On the opening day of the Fourth 
Liberty Loan campaign, John Donahue 
and each of his one hundred and nine 
fellow workers in the Philadelphia of- 
fice of The Maryland, made their per- 
sonal subscriptions for bonds, made 
claim for a one hundred per cent. lib- 
erty loan banner, and learned that they 
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were the first insurance office in Phil- 
adelphia to go on record with a per- 
fect score as an all-American organi- 
zation. 


- * * 
Maryland’s Best Month 

September set a new high record for 
volume of business placed on the books 
of the Maryland Casualty during one 
month. In September the premiums 
written by all departments of The 
Maryland exceeded $1,464,000, a greater 
volume of business than has ever be- 
fore been recorded in any previous 
month of the company’s history. 


Conserving Time and Effort 

In appointing the Actuarial Sec- 
lion of the National Reference Commit- 
iee as the Actuarial Committee of the 
Compensation Rating & Inspection Bu- 
reau of New Jersey, the Governing 
Committee and the Department of 
Banking and Insurance have been actu- 
ated by a desire to conserve time and 
effort. The fact that one member of 
the committee as appointed is not a 
carrier of New Jersey compensation 
business was not overlooked, but since 
the functions of the Actuarial Com- 
mittee are advisory only, this fact was 
not regarded as a governing considera- 
tion. The committee consists of Royal 
Indemnity, Liberty Mutual, Travelers, 
New York State Insurance Fund, New 
Jersey Department of Banking and In- 
surance (chairman). 

* x t 
A Point of Honor 

Because Judge Donald T. Warner of 
the Superior Court of Connecticut was 
a member of a law firm which had 
some litigation against the Aetna In- 
demnity Company he refused to hear 
a case against that company in Hart- 
ford and has transferred the case to 
another judge. 

* * * 
Hearings at Perth Amboy 

W. FI. Moore will represent the com- 
panies at hearings to be held in Pert) 
Amboy before the Ordnance Claim 
Board. It has been ascertained that 


the insured glass is valued at $110,000. 
The losses were spread over 39 towns 
and involved 21 companies. It seems 
reasonably certain that the government 
will pay for all damage caused by the 
recent explosions at Morgan. 
7 7 * 

On Safety Program 

December 2, 3, 4 and 5 the New 
York State Industrial Safety Congress 
will meet at Syracuse. The program 
covers a wide range of subjects. “When, 
What, and How to Inspect” is the sub- 
ject assigned to John J. Heelan, of the 
Aetna Life. W. F. Mowbray, of the 
Liberty Mutual, Boston, will talk on 
“Infections, Their Cost in Time and 
Cash.” 

oe ” * 
Meeting Date Set 

The International Association of Cas- 
ualty & Surety Underwriters will meet 
December 4 at ten o’clock, at Hotel As- 
tor, New York. 

en 
Argentina Calls 

A recent Department of Commerce 
report says that Argentina has no 
firms corresponding to what are known 
as bonding companies in the United 
States, and there is great need, and 
should be a profitable opening for one 
or more reliable American bonding con- 
cerns such as are organized to cover 
risks against employees, officials, ete. 
Persons in the United States wishing 
to investigate the Argentine require- 
ments in connection with the organiza- 
tion of a bonding company should ad- 
dress the Ministerio de Hacienda 
(Ministry of the Treasury), Casa del 
Gobierno, Buenos’ Aires, Argentina, 
which department has jurisdiction over 
such matters. 

. - * 
H. L. Herrington Out Again 

H. L. Herrington, of the Travelers 
New York office, is again seen in the 
insurance district, having quite re- 
covered from his long illness. He has 
not. however, yet taken up his duties 
at the office. 

* 7 
Offering $29 Policy. 

The Commerial Casualty is offering 
a life indemnity disability policy at $29 
a year. The principal sum is $1,000, 
with $25 a week for accident or illness 
as long as assured suffers total disa- 
bility; $12.50 a week for illness, total 
disability, non-house confinement and 
$10 a week partial disability by acci- 
dent. Womer are written at special 
rates. Policies are furnished in un- 
level] amounts at unlevel premiums. 

” ° - 


Small Interest in Proposed Rule 
Casualty companies are the least af- 
fected of all carriers in the proposed 
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automobile commission rule being dis- 
cussed in Chicago this week. Of the 
casualty companies the multiple liners 
would be least affected and most all 
the companies writing automobile also 
write other casualty lines. The pro 
posed rule provides as follows for the 
appointment of general agents: “For 
a casualty company (meaning thereby 
companies operating their automobile 
business through an American head 
office of department office which 
transacts casualty business): No ap 
pointment of a general agent shall be 
approved except where such general 
agent represents the company as gen- 
eral agent for casualty as well as auto 
mobile business.” 
. * * 
Brokers After More Money 
The Brokers’ Association no sooner 
got finished making a splendid record 
in the Liberty Loan drive, than it took 
up the United War Work drive. F. §. 
Little is chairman of the insurance 
agents’ industrial division. The follow- 
ing associate chairmen have been 
chosen: F. C. Carr, fire brokers’ di- 
vision; G. B. LaBoyteaux, Jr., marine; 
Elmer J. Hopper, liability; Howard 
Hampton, fire. 
ca cg * 
Passes Century Mark 
The Ocean Accident & Guarantee 
now has on its New York office honor 
roll 109 names and one gold star. 
* * - 
E. B. Quackenbush Very Ill 
Edwin B. Quackenbush, of 92 Wil 
liam street, who has been ill for a 
number of weeks, is at Roosevelt Hos- 
pital. 
*/ * « 
No Changes Announced 
No automobile casualty rate changes 
are said to have been agreed upon at 
the various Bureau meetings held last 
week. The subject will come up again 
at the Bureau meeting to be held the 
first days of December. 
+ - - 
Statisticians in Session 
The annual meeting of the Central 
Statistical Committee of the National 
Workmen’s Compensation Service Bu- 
reau began Thursday in New York. 
Reports of chairmen of sub-committees 
were read as_ follows: Automobile 
Statistics, G. D. Moore; Experience 
Calls, L. A. Nicholas; General Liability 
Statistics, H. Farrer; Workmen’s Com- 
pensation Statistics, E. P. Scheitlin. 
Subjects coming before the meeting in- 
clude: Revision of Workmen’s Com- 
pensation Statistical Plan, Adoption of 
Public Liability Statistical Plan, Adop- 
tion of Teams Liability Statistical Plan, 
Schedules W, Plan of Penalization for 
Failure to File Experience, Investiga- 
tion of Wage Statistics, Extension of 
Automobile Plan, General Discussion of 
ixperience Rating. Major W. M. Ad- 
riance spoke on statistics of the United 
States Government, The statistical 
department as viewed from the stand- 
point of the manager, the underwriter 
and the claim superintendent, was cov- 
ered by several speakers. 


Disability Clauses 
Continued from page 21) 


and the forfeiture of much needed in- 
surance, because of the inability of the 
insured to pay the premiums owing to 
his sufering total permanent disability 
or even total though temporary loss of 
earning power occasioned by accident 
or illness. 

“My judgment is that life insurance 
agents and officials are realizing as 
never before the desirability, we may 
well say the necessity, of complete 
coverage; and that the writing of al- 
lied multiple lines of life insurance 
and accident insurance and even of 
weekly indemnities for accident and 
illness is bound to grow with ever in- 
creasing rapidity as the insurance 
fraternity and the genera] public more 
clearly comprehend its great bene- 
ficence, its reliability and its com- 
paratively slight cost.” 
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Explosions, rising cost 

Howto Plan of glass and insurance 

PlateGlass rate advances have 

Drive brought plate glass in- 

surance into _ promi- 

nence for some time. The Aetna tells 

why live agents favor plate glass in- 

surance, in this communication from 
one of its representatives: 


“Writing plate glass risks is almost 
wholly a matter of advertising perse- 
verance. Competition in casualty lines 
was brisk in my territory, so I picked 
out one line for a leader in special 
risks, that line being plate glass. 


“T realized that if I could secure the 
majority of plate glass risks I would 
have an excellent opening to write other 
lines of business, as the company with 
which I placed my plate glass insur- 
ance was noted for its prompt settle- 
ments and service. The result was, 
nearly every time one of my assured 
had a plate glass loss which was im- 
mediately settled, he would give me 
some of his other insurance. 


“T built up my plate glass clientele 
through mail advertising and personal 
visits. In fact, I devoted one month to 
a plate glass campaign in my territory. 
Following up this drive with one form 
letter and several short business cards 
bearing slogans and bits of humor, such 
as one card which was headed: PLATE 
GLASS ISN’T ALL THAT IT’S CRACK- 
ED UP TO BE. Under this caption I 
dwelt on the dangers of slippery side- 
walks. in winter and other window 
dangers. 

“Then I approached all the window 
cleaning concerns and formed recipro- 
cal arrangements with them to adver- 
tise my services in this direction, al- 
lowing two of the window cleaning es- 
tablishments to write risks for me. 
Their results were small, but it all 
helped in the ultimate result.” 

This live broker plans to go after 
the uninsured this fall with the dis- 
tribution of small window wedges to 
be used on smaller windows to prevent 
the rattle generally resultant in winter 
winds. With it will be a card touch- 
ing on the care of windows and how 
ihe plate glass in the prospect’s store 
is in more danger during the icy sea- 
son than ever before. 

* * + 


Having received from its 
Status of agents a’ number of in- 
Floor Tax quiries regarding the 
Bonds status of floor tax bonds, 
the Fidelity & Deposit 
says that no new developments have 
arisen in this connection. Some changes 
will undoubtedly be made in the rate 
of tax on certain. of the articles on 
which, as the law now reads, there is 
a floor tax; but there are no indications 
that the provision for the furnishing of 
a bond to defer the payment of this 
tax will be eliminated. 


Of course, until this Act is passed 
by Congress and signed by the Presi- 
dent, there will be no need for the bond. 
But in the meanwhile agents should get 
in touch with the most responsible of 
those in their territory, who will be 
liable to this floor tax, so as to get the 
applications of such persons for their 
ge when the Act finally becomes a 
aw. 

* - ~ 
Some folks wait for op- 
Knocking portunity to knock at 
on the their door, then go to 
Inside sleep and could not hear if 
they would, says the “Co- 
ordinator.” The truth of the matter is 
that opportunity knocks from within. 
It is our ability to visualize, then dis- 
criminate, and finally to do the right 
thing at the right time. This training 
of our energies in the proper direction, 


CASUALTY AND SURETY POINTERS 

















at a time when our actions will produce 
results, is the opening of the flood gates 
of opportunity. 

The dreamer has his place, but with- 
out action, he is but a builder of air 
castles. It is necessary to get the 
right perspective, then through past ex- 
perience, to so direct our actions that 
our attainment will justify the effort. 

Life consists of effort which can be 
controlled, and of chance which is be- 
yond control. One is the direct action 
on the will; the other is only a reac- 
tion of circumstances. 

We grow in power by doing. Think- 
ing may open the way, but it is only by 
activity properly directed, that we 
build permanently. 

Apropos of opportunity, it was inter- 
esting to see how fire and life agents 
dropped their specialties and took up 
the sale of disability insurance when 
influenza became epidemic. They vis- 


ualized the demand which would be 


created, on account of the fear which 

the newspaper publicity developed 

Then they concentrated their efforts 

and reaped a harvest of applications. 

Only the ignorant will wait for op- 
portunity to kick the door down. 

x * ae 
In spite of all that 


Law of Human has been _ written 
Life Is about enthusiasm, 
Enthusiasm William G. Curtis, 


manager for the 
Aetna at Albany, N. Y., puts a punch 
into this old subject when he says: 

Enthusiasm is the power back of 
every great success. It is the lime in 
the backbone of every successful dis- 
coverer, inventor, merchant, agent, 
salesman or teacher. If you want to 
succeed-—“Enthuse.” 

Enthusiasm is the dynamics of your 
personality. Without it, whatever abil- 
ities you may possess lie dormant, and 
it is safe to say that nearly every man 
has more latent power faculties; but 
no one—not even yourself——will know 
it, until you discover how to put your 
heart into thought and action. 

A wonderful thing is this quality 
which we call enthusiasm. It is too 
often underrated as so much surplus 
and useless display of feeling, lacking 
in real substantiality. This is an enor- 
mous mistake. You can’t go wrong in 
applying all the genuine enthusiasm 
you can stir up within you; for it is 
the power that moves the world. There 
is nothing comparable to it, in the 
things that it can accomplish. 

We can cut through the hardest 
rocks with a diamond drill and melt 
steel rails with a flame. We can tun- 
nel through mountains and make our 
way through any sort of physical ob- 
struction. We can checkmate and di- 
vert the very laws of nature by our 
science. 

But there is no power in the world 
that can cut through another man’s 
mental opposition except persuasion. 
And persuasion is reason plus enthu- 
siasm, with the emphasis on enthusi- 
asm. Enthusiasm is the art of high 
persuasion. And did you ever stop to 
think that your progress is commen- 
surate with your ability to move the 
minds of other people? If you are a 
salesman this is pre-eminently so. 
Even if you are a clerk it is the zest 
with which you work that enkindles 
an appreciation in the mind of your 
employer. 

You have a good idea—don’t think 
that other people will recognize it at 
once. Columbus had a good idea but 
he didn’t get “across” with it without 
much of this high persuasion. 

If you would like to be a power 
among men, cultivate enthusiasm. 
People will like you better for it; you 
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will escape the dull routine of a me- 
chanical existence and you will make 
heatlway wherever you are. It cannot 
be otherwise for this is the law of hu- 
man life. Put your soul into your 
work, and not only will you find it 
pleasanter every hour of the day, but 
people will believe in you just as they 
believe in electricity when they get 
into touch with a dynamo. 

And remember this—there is no se 
cret about this “gift” of enthusiasm 
It is the sure reward of deep, honest 
thought and hard, persistent labor 


HANDLING GOVERNMENT WORK 

Relative to Government construction 
work, the Compensation Rating & In 
spection Bureau of New Jersey calls 
particular attention to the require 
ment that all proposals to issue poll- 
cies or endorsements at the modified 
manual rates, or at the rate for canton- 
ment construction, are to be submitted 
to this Bureau for approval. This im- 
plies that a letter is to be directed to 
this Bureau in each such case request 
ing approval and stipulating the nature 
of the work, the fact that same is be- 
ing done for the Government and that 
it is necessary to the conduct of the 
war and that remuneration of field rep- 
resentatives is not to exceed 7% per 
cent. of the premium. 


Charles J. Riter of the Massachusetis 
Bonding in New York has been getting 
his name near the top of the pro 
ducers’ list. 


Jewelry Tax 
(Continued from page 21) 
than usual in number and amount 
The average residence losses for the 
last three years were as follows: 


IPOD. iveriensd ond eeed be $124.94 
Eee eee 139.13 
MEE pesciveswesbeddune 145.08 


The average loss for the year 1918 
will naturally be still higher because 
of the continual increase in valuations. 
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The losses in all burglary lines were 
greater as to number, as well as 
amount, in 1917 than they have been 
in years; and this condition was un 
doubtedly due, in part at least, to the 
unsettled and abnormal conditions 
which prevailed in the country during 
the first six or eight months following 
the entrance of the United States into 
the war. Conditions in 1918, so far, 
show an improvement over 1917 as 
respects the proportionate number of 
losses; and the indications are that 
the loss ratio on the various lines com- 
bined will be lower than that for 1917; 
but it is possible that a further re- 
vision in rates will be necessary for 
the residence lines, because of the in- 
creased valuations of jewelry and other 
household effects. 

Tax Measure 

If the taxation bill now pending in 
Congress is passed, there will be an 
additional tax of 50 per cent. on jewelry, 
which, as I understand it, is on jewelry 
sales: but this will naturally tend to 
increase the value of jewelry purchased 
previously, and, as 49 per cent. of all 
residence losses consist of jewelry, it 
is quite evident that, if this bill, with- 
out change, becomes a law our jewelry 
losses will be considerably increased 
in amount, even though the number 
does not increase. 
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How the Y. M.C. A. 
Invested Fifty Millions 


HE Y.M.C.A. needs money—one hundred million dollars at 


least—to carry on its war work. 


Last year the American 


people contributed nearly $50,000,000 to the cause. How was it used? 


Read this statement. 


No fifty millions ever spent has brought so much comfort 


and happiness to the boys who have left all they hold most dear and gone across to 


fight our fight. 


This money has provided a home for 
two million boys over there and _ for 
another million on this side. 

It has built and equipped 538 huts in 
American cantonments, 550 in France 
and the building is going on at the rate 
of 100 a month. 

It has rented great summer hotels at 
French resorts for the use of the boys 
on furlough. 

It has provided canteens or stores 
both here and abroad, where the com- 
forts of life are sold at cost. 

It has printed and_ distributed 
2,500,000 Testaments, 350,000 song 
books and 5,000,000 pamphlets. 

It has provided educational lectures 


attended by more than a million soldiers 
and sailors a month. 

It has organized twenty-five theat- 
rical companies, who travel the “Y”’ 
circuit all of the time. 

It sends 15 miles of moving-picture 
films to France every week. 

It has furnished equipment for all 
athletic sports and secured 1,500 athletic 
directors to train the men. 

It has put “Y” workers on the troop 
trains, on the transports, at the firing 
line, in the prison camps keeping in 
touch with the boys all the way, min- 
istering to their needs, helping them 
fight loneliness and idleness—the worst 
enemy our boys are called upon to face. 


Seven allied activities, all endorsed by the Gove srnment, are combined inthe U nited War Work Campaign, with the 


budgets distributed as follows: 


Young Men’s Christian Association, $100,000,000, Young Women’s Christian 


Association, $15,000,000, National Catholic War Council (including the work of the Knights of Columbus 
var activities for women), $30,000,000, Jewish Welfare Board, $3,500,000, American Library 
Service, 


and special « 


Association, $3,500,000, War Camp Community 
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